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Fifty-eighth Year, No. 48 
err acannon 


surance Institute 
Of America Annual 
Meeting In New York 


"President Plitt and Other Officers 
' Are Reelected; Also Governing 
Commitiee Members 


| 287 GET CERTIFICATES 


| Cumming of Fire Association Gets 
| Hardy Prize; Smith of Trans- 
port Awarded McKeel Prize 


The annual meeting of members of the 
| Insurance Institute of America was held 
at the Hotel Plaza in New York City. 
|W. Irving Plitt, president of the In- 

titute and vice president of the Atlantic 

Mutual, presided. 

At the luncheon meeting, attended 
' by a number of persons from the New 
| York insurance offices, the Final Certi- 

 ficate of the Institute was awarded by 
executive vice 





ER SEAS IEEE ial ae Bea 


equirements during 1957. Because of 
he distant location of most of these 
/Persons, it was not practical for them 
©to be personally in attendance, and Ron- 
Id J. Kennedy accepted the certificate 
n behalf of all other completers. 


Cumming Gets E. R. Hardy Prize 


Mr. Plitt then presented the annual 
4 wards for outstanding achievement of 
2 examinees. The most important of these 
/awards is the Edward Rochie Hardy 
_ Prize which is given each year to the 
“most distinguished graduate of the 
-year.” To be eligible the student must 

ave a minimum of 85% in all examina- 

ons. Eligible candidates are then rated 
on the following five points: character, 
» personality, promise of future usefulness, 
| business bearing, and executive ability. 
©The Hardy Prize this year went to 
| David R. Cumming, who is a senior un- 
'derwriter of special fire risks for the 
| Fire Association of Philadelphia. Floyd 
P, Shaw, IV, of Employers Casualty Co. 
in Dallas, received honorable mention. 
' Other prize winners were as follows: 

Ben S. McKeel prize, Edward W. 
Smith, Transport Insurance Co., Okla- 
» homa City. 

' Institute prizes, January, 1957: 
. Part A, Edwin W. Ahlum, American 
Bp asualty, Reading, Pa. 

Part B, Leonard G. Collinsworth, 
| ployers Casualty, Sherman, Texas. 
e Part C, William G. Roundey, 
© Mutual, Utica, Ne Y: 

May, 1957, Part A, Dean Scott, Union 


(Continued on Page 21) 
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Variables Applied To 
Group Field Viewed 
Favorably By Linton 


Cites Problems To Be Faced Before 
Individual Variable Annuities 
Can Be Issued 


TAX ON VA BUSINESS 


Provident Mutual Chairman Dis- 
cusses Common Stock Ownership 
and Federal Regulation 


In talk on problems involved in 
writing variable annuities before a closed 
meeting of the Philadelphia Chapter of 
CLU, M. Albert Linton, chairman of 
Provident Mutual Life, told the group 
he believed this technique could be used 
o advantage in the writing of variable 


Before variable annu- 


a 


Group annuities. 
ities can be written he cited some situ- 
ations that must be faced. There is the 
limitation on common stock ownership 
as New York State’s 3% limits; 
the matter of taxation on VA business 
should first be settled; would the agents 
brought under Federal regulation. 


such 


be 

Variable Group Annuities 
a good case can be made 
technique 
annuities,” 


“T believe 
for utilizing the life annuity 
to develop variable Group 
said Mr. Linton. “When 
organization sets up a_ pension 
the first layer of protection is Old Age 
and Survivors insurance. Using past ex- 
perience as a guide there is likely to be 
a second layer of fixed-dollar annuities 
provided either through a life insurance 
A number of cases 


a business 


plan, 


or a trust company. 


in recent years have included a third 


layer involving equity annuity principles 
This third layer is usually financed en- 
tirely by funds supplied by the employer 
and administered through a trust com- 
pany. 

“Tf a life insurance company were 
permitted by law to issue variable an- 
nuities on a Group basis, the program 
would be set up after conference and 
agreement upon the various details. The 
attitude of the life insurance company 
would be bound to have weight in this 
initial planning; and it could lend its 
influence toward securing a proper bal- 
ance between fixed-dollar and variable 
annuities. If the plan in its judgment 
should be too heavily dependent upon 
common stocks it could refuse to par- 
ticipate. Therefore, the probabilities are 
favorable that in a Group operation a 
proper balance would be achieved. Un- 
der such conditions it hardly seems fair 
to prevent life insurance companies, 
through some instrumentality, from com- 
peting in this area. 

‘An important reason for having a life 
insurance company in the picture from 
the point of view of the equity annu- 
itants themselves is the ability of the 
life insurance company to insure them 
against loss from increasing langevity 
and higher levels of expenses. This 


(Continued on Page 8) 
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The funny hole 
in Mr (oopers building 

















N ANY a New Yorker shook his head, and 
not a few snickered, when they saw the 
“hole” in Peter Cooper’s new buildi 
10le” in Peter Cooper’s new building. 


But to the benign gentleman with the ruff 
of graying whiskers it was all so simple: Some 
day someone would perfect the passenger 
elevator. 

The mere fact that there wasn’t one in 
1853 would mean little to a man who, with 
his own hands, had built and driven the first 
American locomotive. Whose money, and 
faith, were to help see the Atlantic Cable 
through all its disasters to final success. And 
who would “scheme out” a Panama Canal 
plan fourteen years before DeLesseps. 


But Peter Cooper’s belief in the future ran 
in a vein far deeper than simply the material. 
For his “building with a hole” was Cooper 
Union, the first privately-endowed tuition- 
free college in America. A place where youn 
men and women of any race, faith, or slitical 
opinion could enjoy the education a he, 
himself, had been denied. Peter Cooper’s 





dearest dream—which has continued to grow 
dynamically for nearly a century and today 
enriches America with thousands of creative 
thinkers, artists, and engineers. 


There is plenty of Peter Cooper’s confi- 
dence and foresight alive among Americans 
today. It is behind the wisdom with which 
more than 40,000,000 of us are making one 
of the soundest investments of our lives—in 
United States Savings Bonds. Through our 
banks and the Payroll Savings Plan where 
we work, we own and hold more than 
$41,000,000,000 worth of Series E and H 
Bonds. With our rate of interest—and the 
safety of our principal—guaranteed by the 
greatest nation on earth. You’re welcome to 
share in this security. Why not begin today? 
Now Savings Bonds are better than ever! 
Every Series E Bond bought since February 1, 
1957, pays 314% interest when held to matur- 
ity. It earns higher interest in the early years 
than ever before, and matures in only 8 years 
and 11 months. Hold your old E Bonds, too. 
They earn more as they get older. 


PART OF EVERY AMERICAN’S SAVINGS BELONGS IN U.S. SAVINGS BONDS 


The U. S. Government does not pay for this advertisement. It is donated by raga publicati 


in cooperation with the Advertising Council and the Magazine Publishers of Am . 
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Prominent Speakers To Address LIAA Meeting 


Annual Meeting at Waldorf-Astoria December 11 and 12 Will Hear Federal Reserve Board Chairman 
Wm. McChesney Martin, Jr., Chrysler Corporation President Lester L. Colbert, Labor Secre- 
tary James P. Mitchell, Clarence B. Randall, A. A. Berle, Jr., Nelson A. Rockefeller 


and Others; Panel and Symposium on Program 


An array of prominent speakers from 
other fields, a panel discussion on “Mod- 
ern Merchandising,” and a symposium 
on international affairs will be features 
of the 5lst annual meeting of the Life 
Insurance Association of America at 


Waldorf-Astoria, New York, Wednes- 














WM. McCHESNEY MARTIN, JR. 


day and Thursday, December 11 and 12. 

Coming from outside the life insurance 
business to address the gathering are 
William McChesney Martin, Jr., chair- 
man of the Federal Reserve Board; 
Lester L. Colbert, president of Chrysler 
Corp., and James P. Mitchell, U. S. 
Secretary of Labor. Vincent B. Coffin, 
senior vice president of Connecticut 
Mutual Life, will act as moderator of 
the panel discussion on merchandising. 
Participants will be Henry S. Beers, 
president, Aetna Life; Roger Hull, ex- 
ecutive vice president, Mutual Life Of 
New York, and Benjamin N. Woodson, 
president, American General Life. Speak- 
ers taking part in the international af- 
fairs symposium will be Adolph A. Berle, 





ADOLPH A. BERLE, JR. 











NELSON A. ROCKEFELLER 


Jr., Nelson A. Rockefeller and Clarence 
B. Randall. 


Program 


The sessions will be opened at 10 a.m. 
on December 11 with an address by 
Benjamin L. Holland, Association presi- 
dent and president of Phoenix Mutual 
Life. His subject will be “Cross Cur- 
rents.” Following this there will be a 
discussion of current problems in which 
the audience will be invited to partici- 
pate. There will also be reports covering 
life insurance investment experience 
during 1957, life insurance in force, new 
business and disbursements to policy- 
holders and_ beneficiaries. 


Martin Luncheon Speaker 


Chairman Martin of the Federal Re- 
serve Board will be the speaker at the 
Association’s luncheon on December 11 
in the grand ballroom at the Waldorf. 
His address, which is expected to touch 
on important questions of monetary 
policy, promises to be of outstanding 





ROGER HULL 














LESTER L. COLBERT 


interest to the life insurance ex:cutives. 
The entire afternoon session, which 
will be devoted to the marketing topic, 
will open with the address by Mr. Col- 
bert who will discuss his industry’s 
experience with problems in this field. 
The life insurance panel on “Modern 
Merchandising” will follow. 
Symposium on Int2rnational Affairs 


The morning session on December 12 
will be devoted to the symposium on 
international affairs. Mr. Berle will be 
the first speaker. Distinguished as a 
lawyer, educator and economist, his ex- 
perience with international problems be- 
gan as far back as 1918 when he was 
a member of the American Commission 
to negotiate peace with Germany. Posts 
which he has held since then include 
that of financial advisor to the Ameri- 
can Embassy in Cuba, assistant secre- 
tary of state and ambassador to Brazil. 

Messrs. Rockefeller and Randall, whose 
addresses will round out the morning 


HENRY S. BEERS 


tunities to view the international scene 
Mr. Rockefeller is the founder and head 
of two organizations designed to pro- 
mote international development—the In- 
ternational Basic Economy Corp. and 
the American International Association 











CLARENCE B. RANDALL 


session, also have had unusual oppor- 
for Economic Development. He has been 
Coordinator of Inter-American Affairs, 
assistant secretary of state and chairman 
of the International Development Ad- 
visory Board. From June, 1953 to De- 
cember, 1954, he was undersecretary of 
the Department of Health, Education 
and Welfare, and for a year thereafter 
was a_ special assistant to President 
Eisenhower on foreign affairs. 

Mr. Randall is presently serving as 
special assistant to the President on 
foreign economic policy. One of the 
country’s leading industrialists, who rose 
from the position of assistant vice presi- 
dent to the presidency of Inland Steel 
Corp., he was called to his present post 
on Page 4) 
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LIAA Meeting 


(Continued from Page 3) 


in Washington in 1954. He is now chair- 
man of Inland Steel. 


Address by Secretary Mitchell 
Secretary Mitchell, who will speak 
following luncheon on December 12, 


brought to his cabinet post broad ex- 
perience in the field of labor and indus- 
trial relations gained both in business 
and in public service. During World 


VINCENT B. COFFIN 
Moderator of Panel 


War II he was director of the Industrial 
Personnel Division of the War Depart- 
ment, served concurrently as alternate 
for the undersecretary of war on the 
War Manpower Commission, and was 
subsequently a member of the Joint 


Army-Navy Personne! Board. He was 
made assistant secretary of Army, Man- 
power and Reserve Forces, in Mz ay of 


1953, and was appointed labor secretary 
in October of that year. 


Program Committee 


H. Bruce Palmer, president of Mutual 
we ipcaay Life, New: ae J., is chairman 
the committee in ch: irge of arranging 
the program for the Association’s 5lst 
annual meeting. Other members of the 
committee are Paul F. Clark, chairman, 
John Hancock Mutual Life; Walter 
Klem, senior vice president and actuary, 
Equitable Society; H. Ladd Plumley, 
president, State Mutual Life, and Wil- 
liam P. Worthington, president, Home 


Life, New York. 


R. F. Conley’s New Post 

Robert F. Conley, formerly represen- 
tative for Republic National Life in 
Aurora, Ill, has been named _ superin- 


tendent of brokerage agencies in the 
Dallas home office, according to Clarence 
J. Skelton, senior vice president and 


coordinator of production planning. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











George Shelley President 
Of The Maccabees 


HE SUCCEEDS JOHN C. LEHR 





New Head of Society Has Served 21 
Years in Metropolitan N. Y.; 
Ayer Named Trustee 





John C. Lehr has announced his re- 


tirement as president of The Maccabees 
Life Insurance Society, Detroit, effec- 
tive November 18, which date coincided 
with his fifth anniversary in that office 
and his 79th birthday. Mr. Lehr now 
becomes chairman of the board of trus- 
tees. 

George Shelley, Maccabees vice presi- 
dent and director of its eastern division 
in New York City, succeeds Mr. Lehr as 
president. His extensive background of 
insurance experience includes 21 years 
of full-time management for The Mac- 
cabees. He started with the Society as 
agent, later became metropolitan man- 

er for New York City and state man- 
ager of New Jersey, Connecticut and 
Rhode Island; then director of the 
eastern division as well as director of 
the international board of trustees. 

Mr. Shelley attended St. John’s Uni- 
versity, Columbia University and New 
York University. He is married and 
lives with his wife and two children 
at Sands Point, N. Y 


Lehr 53 Years with The Maccabees 


Mr. Lehr’s retirement rounds out 53 
years’ service to The Maccabees. His 
first appointment (1904) was as auditor 
of The Knights of the Modern Macca- 
bees. In 1908 he was elected to the 
executive committee. When The Knights 
and Maccabees of the World merged 
into the Maccabees in 1914, he retained 
that position. In 1924 he was appointed 
state secretary of Michigan Maccabees, 
becoming state manager for Michigan 
in 1947, and a year later, a member of 
the Supreme board of trustees. 

A former Congressman from Michigan, 
Mr. Lehr also served 11 years as United 
States Attorney for the eastern district 
of that state, resigning in 1947. A 
native and resident of Monroe, Mich., 
he has served in important public posi- 
tions in that city. He and Mrs. Lehr 
observed their 50th wedding anniversary 
last April. 5 

Two other Maccabees’ changes are the 
appointment of L. Ayer, Michigan 
state manager, to the board of trustees 
filling the vacancy created by Mr. Shel- 
ley’s promotion, and the resignation of 











opportunity for advancement. 








LIFE INSURANCE CONSULTANT 


Unusual opportunity is available in New York to a man with 
broad life insurance and estate analysis experience as a senior rep- 
resentative of one of the oldest and largest brokerage firms. 


Candidate should be around age 35 and, although doing well 
in his present position, would be interested in broadening his hori- 
zons and increasing his responsibilities. 


The right man should have the personality and background that 
will enable him to consult with and advise top executives regarding 
their insurance and estate planning problems. 


The position offers a good starting salary and an excellent 


In replying, please state age, experience and qualifications. All 
replies will be treated in strict confidence. 
Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


Write Box 2574, The 




















GEORGE SHELLEY 


Norman C. Nelson as 
urer because of ill health. 





secretary-treas- 
He is suc- 


ceeded by Emile A. Haar, Buffalo, N. Y. 
who has been western New York divi- 
sion manager and trustee for both this 


state and on the International board. 


Mr. Nelson joined The Maccabees in 


1925, rising from the 
to the post of secretary-treasurer. 
graduate of University of Michigan, 
is a fellow of LOMA. 


accountancy ranks 


A 
he 





FRANK McCAFFREY 





wien INSURANCE COMPANY 
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Ask M. L. CAMPS AGENCY 
about 
JOHN HANCOCK’S 
New Family Policy 


Permanent Insurance For Both 


Husband and Wife 


Ga us for it Information 


LARRY CAMPS 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


HERMAN FEINGOLD 





Gulf Life Announces 
Changes at Home Office 


changes of official titles were 
approved by the board of directors of 
Gulf Life, Jacksonville, Florida. 
John W. Clarke was elected a member 
of the board and promoted to senior 
vice president; Agency Vice President 
William J. Hamrick, CLU, was advanced 
to senior vice president in charge of 
the company’s sales organization; Mar- 
vin D. Miller, CLU, and Louis T. Bates 


were promoted to vice presidents in 
charge of the combination and Ordinary 


Nine 


agencies divisions, respectively. They 
were previously assistant agency vice 
presidents. 


Dr. John A. Wilhelm was advanced to 
vice president and medical director head- 
ing the medical, underwriting, and claims 
divisions; Logan H. Campbell was pro- 
moted to vice president and_ controller 
with general supervision of all account- 


ing procedures; Sidney J. Davis and 
Robert L. Wood were promoted to 
assistant secretaries. Mr. Davis heads 


premium and collection accounting oper- 
ations and Mr. Wood is in charge of 
purchasing and maintenance of the home 
office and branch offices. John E. Hy- 
man was named associate actuary. 

The board voted a quarterly dividend 
of 12% cents per share payable Febru- 
ary 1 to stockholders of record Janu- 
ary 10. 


Carolina Home Life Names 


Murray Agencies Director 
L. E. Murray has _ been named direc- 
tor of agencies for Carolina Home Life, 
Burlington, N. C. Walter B. Clark, first 
vice president of Carolina Home Life, 
said that Mr. Murray already has as- 
sumed his new duties for the company, 
which now has agency operations in nine 
states and Puerto Rico. Mr. Murray re- 
places J. R. Rogers, who has resigned 
and now is an agent of the company. 
Mr. Murray will serve as liaison be- 
tween the company and agents in the 
field, as well as training director for 
new agents. He has been in the life 
insurance business since 1943. 





THE LEE NASHEM AGENCY 
BUSINESS INSURANCE? 
ESTATE PLANNING? 


Our experienced Brokerage Staff is 
ready and anxious to serve you. Call 
us at OXford 7-2950 for quick depen- 
dable service. 
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Mutual Benefit Life Insurance Co. 
of Newark, N. J. 
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Group Sales Division Mgr. 
For Phoenix Mutual Life 


Phoenix Mutual 
Life has announc- 
ed the appoint- 
ment of Dennis F. 
Hardcastle as 
manager of the 
company’s newly 
organized Group 
sales division. He 
will be responsible 
for the promotion 
and development 
of all Group in- 
surance sales for 
the company. 

Mr. Hardcastle joined Phoenix Mu- 
tual in 1956 as supervisor of specialized 
sales, having previously been associated 
with Connecticut General and the United 
States Life of New York, where he was 
a director of sales. 4 

Born and educated in England, he is 
a graduate of the Polytechnic School of 
London University, where he majored in 
economics. Before coming to the United 
States in 1948, Mr. Hardcastle served 
as an officer in the British Territorial 
Army and later as an assistant super- 
intendent of the British civilian police 
in the Middle East and West Africa. 





D. F. Hardcastle 


St. Paul General Agent 


For Connecticut Mutual 


Appointment of William J. Cooper as 
general agent at St. Paul has been an- 
nounced by Connecticut Mutual Life. 
He succeeds Joseph A. Diefenbach, who 
is retiring after heading the company’s 
98-year-old St. Paul agency for 20 years. 


A graduate of the University of 
Minnesota, Mr. Cooper served rt Fae 
Naval officer during World War II. He 


has spent his entire business career in 
life insurance, starting as an agent in 
1946 for the Equitable Society. He 
served as assistant branch manager for 
that company in St. Paul since 1951. 

Mr. Cooper has been very active in 
local civic, church and charitable organ- 
izations. He was founder and first pres- 
ident of the St. Paul Toastmaster Club 
and is past president of Region I of the 
University of Minnesota Alumni Asso- 
ciation, 

Mr. Diefenbach has spent 46 years in 
the life insurance business, 21 of them 
with Connecticut Mutual. Although he 
is retiring from active agency manage- 
ment work, he will remain with the 
agency as associate general agent. 


Business Insurance Forum 


Of Jaffe Agency Dec. 4 


George C. White, CLU, manager of 
the life department, Jaffe Agency, Inc., 
will be the main speaker at the next 
Jaffe forum on December 4 in the 
Hotel Edison, New York. Subject for 
the evening will be “Business Life In- 
surance.” 

The panel for the question and an- 
swer period will include Mr. White as 
well as Philip Gordis, CPCU, and Jack 
B. Salwen, attorney and CPA. Alfred 
I. Jaffe, vice president of the agency, 
will function as moderator. 

Mr. White attended City College of 
N. Y., Georgetown University School of 
Foreign Service and Cambridge Univer- 
sity, England. Active in the life field 
for Over ten years, Mr. White, prior to 
joining Jaffe Agency, was life manager 
of another large agency and at one time 
served in a management capacity with 
Equitable Life. He is on the editorial 
staff of the Bulletin of the N. CG 
Life Underwriters Association and par- 
ticipates in many community and veter- 
ans’ affairs. He is also instructor in 
Part I of the CLU course of the School 
of Insurance of the Insurance Society. 

Mr. Jaffe requests that those inter- 
ested in attending the forum, as well as 
those having questions they wish cov- 
ered, contact him at the Jaffe Agency, 
45 John Street, New York 38. 





Continental Assur. Names 


Rummel & Freeman Agency 
The Rummel & 
West Catasauqua, 
pointed general 
Assurance, 


Freeman 
me 
agent 
Chicago, 


Agency, 
has_ been 


by 


ap- 
Continental 
further step 
in the expansion of Pennsylvania 
operations. Agency principals 
Charles E. Rummel and Roy A. 
man. 
Mr. 


as a 
its 
are 

Free- 


Rummel has been in the insur- 





ance field since 1935 
ducer. In 1946, became a_ partner 
in his first general agency. He attended 
Pennsylvania State University, where he 
affiliated with Pi Alpha 
ternity. 

Mr. Freeman began his life insurance 
career in 1939 as a personal producer. 
From 1946 to the present time he ex- 
panded his services to clients to include 
general insurance lines. Mr. 
attended Muhlenberg College. 


as a personal pro- 
he 


Kappa fra- 


Freeman 
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Hasty Steiner Beale 


Harry Steiner, 
Equitable Society, 
Milton A. Feuer agency, 
Beach November 20, after long illness 
He joined Equitable in 1927 and from 
1929, with exception of two years, quali 
fied for Society’s Million Dollar Club 
every year. In recent years he did much 


CLU , —_ 
Chicago, 


alesman, 
; 
died in Miami 


member « 


of his joint selling with Ira Blitzsten 
and Robert B. Nathan, Chicago, and 
Marshall I. Wolper, Miami Beach. He 


is survived by four sisters. 





wa 


SOS 











Time Service Fees, 


How. Ha ppy ( Ce 


You'll Nev 


and Liberal Agency Expense Allowance. 





# Mp 


a\ y Ba Piles fs 


‘Investigate / 





Liberal Overwriting 
agents can’t miss! 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy- 
to-use Brain-Book and Brain-Kit. Your 





THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Frederick E. Jones, Pres. 


Fred C. Adams, Sup’t. of Agents 








ever vi Until You 


BUILD YOUR OWN GENERAL AGENCY 


TOP COMMISSIONS on 10 Leading Con- 
tracts, Vested Renewals, Higher Life- 


PACKAGED TRAINING PLANS. New! 
Amazingly simple! Easy to use! 
eeeeA quick money-maker for new 
or old agents! 


Agency Building 
PPoOrtunities in: 
Alabama, Arizona, California, Delaware, 
Florida, Georgia, Illinois, Indiana. lowa, 
Kansas Kentucky, Maryland, Michigan, 
New Jersey, North Carolina, Ohio, Penn- 


sylvania, Texas, Virginia, Washingt 
0 
and West Virginia ee 
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Security Mutual Life 
Home Office Changes 


HASBROUCK MADE SENIOR V. P. 





E. J. Vanderbilt, Jr. Superintendent of 
Agencies; R. G. Hill Named Second 
Vice President 
Promotions of Ralph J. Hasbrouck to 
senior vice president and Eugene J. 
Vanderbilt, Jr. to superintendent of 


agencies, and the appointment of Robert 
G. Hill as second vice president were 
announced by Richard E. Pille, presi- 





RALPH J. HASBROUCK 


dent of Security Mutual Life, Bingham- 
ton, N. Y. 

Mr. Hasbrouck joined Security Mutual 
in March of 1954 as administrative vice 
president, a position he has held until 
now. His earlier insurance experience 
was with The Prudential, having served 
in the head office in Newark in various 
capacities, and as actuarial director in 


ROBERT G. HILL 


both the Canadian head office in To- 
ronto, Ontario and the South-Central 
home office, Jacksonville. 


Mr. Hasbrouck received his B.S. de- 
gree from Rutgers University and later 
successfully completed the required ex- 
aminations to earn the designation, Fel- 
low of the Society of Actuaries. He is a 
director of the Security Mutual Life, 
having been elected in February, 1956. 
Active in civic affairs he is presently 
a director of the Community Symphony 
Society and has participated in United 
Fund Campaign drives. Mr. Hasbrouck 
is a former director of the Life Office 
Management Association, New York 











in Life Insurance, Grou 


Nassau Street, New York 38, N. Y. 





UNUSUAL BROKERAGE OPPORTUNITY 


Major Life Insurance Company has opening for Brokerage Supervisor 
leading to Manager of Agency. Company is outstanding competitively 
and Pensions. New York City Brokerage 
Contacts Essential. Age 35 to 45. Salary, Bonus and Commissions on 
Personal Production. Write Box 2572, The Eastern Underwriter, 93 








City. During active service in World 
War II, he held the rank of commander 
in the Navy. His promotion to senior 
vice president, a new executive post in 
the company, further broadens his re- 
sponsibility in all operations of the com- 
pany. 

Mr. Hill began his insurance career 
with Massachusetts Protective Associa- 
tion and Paul Revere Life, Worcester, 
Mass. in 1936. He was claims examiner 
until 1940 when he became New York 
City claim representative. He served in 
this capacity until he joined the Loyal 
Protective Life, Boston in 1946 as claims 
assistant to the vice president in charge 
of claims. In 1943, Mr. Hill became 





EUGENE J. VANDERBILT, JR. 
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associated with State Mutual Life of 
America, Worcester, Mass., aS manager, 
sickness and accident claims department 
and his work was that of associate 
to the director of the sickness and ac- 
cident divisions. He held this position 
until joining Security Mutual as second 
vice president in charge of the accident 
and sickness department. The accident 
and sickness department was established 
at Security Mutual in 1940. It is one of 
the three major lines of business of the 
company—the others are life insurance 
and Group insurance. 

Mr. Hill received his early education 
in Brockton, Mass. He graduated from 
the Burdette College Schoo] of Business 
Administration and attended the North- 
eastern Law School. Active in industry 
and civic affairs, Mr, Hill has served as 
program chairman of the Boston Life 
and Accident Claim Association, member 
of the Eastern Life Claims Association, 
member and committee member of the 
International Claim Association and a 
member of the United Church Canvass 
Committee of the greater Worcester area 
Council of Churches. He served in 
World War II in the United States 
Maritime Service and the United States 
Merchant Marine. 

Mr. Vanderbilt, who has been accident 
and health executive, joined Security 
Mutual Life in May 1953, having been 
successfully engaged in field underwrit- 
ing before going with that company. Born 
and educated in New York City he is a 
graduate of Fordham University and has 
completed the Life Insurance Agency 
Management Association Course in 
Agency Management. He _ served in 





Arthur H. Bikoff Agency 


Concludes Brokers Course 
Arthur H. Bikoff, general agent of the 
Fifth Avenue Agency of Aetna Life at 
9 Rockefeller Plaza, New York, an- 
nounced the completion of the agency’s 
second annual advance life insurance 
training course for general insurance 
brokers. The eight-week course held 
at the Waldorf Astoria Hotel, was at- 
tended by 75 brokers, and covered many 
phases of advanced underwriting and 
new developments in the life insurance 
field. Particular emphasis was placed 
upon sales motivation and practical ap- 
plication of closing techniques in the 
field. Lectures were conducted by 
Arthur H. Bikoff, general agent; Norman 
G. Levine assistant general agent; and 
Alan P. Lowenstern, brokerage super- 
visor. At the conclusion of the course, 
diplomas were presented to all the bro- 
kers who successfully completed the 
curriculum. 

During Aetna Life’s nationwide “App 
Scrap” campaign in October, the brokers 
attending the course contributed sub- 
stantial sales to the Bikoff Agency’s to- 
tal of $2,778,350 of written business dur- 
ing the five-week campaign which gave 
the agency second ranking in the divi- 
sion of all Aetna agencies. 

The Bikoff Agency, in accordance with 
its expanding educational program for 
brokers, plans on further courses and 
seminars in the near future. At present 
a basic training course for life agent’s 
examination is being conducted at the 
Waldorf Astoria. 

General Agent Bikoff is a member 
of the faculty of Brooklyn College, Life 
Underwriter Training Council, and_ his 
agency has for several years conducted 
many sucessful basic courses in life 
insurance for general insurance brokers. 


Becomes Assistant Actuary 

William H. Lewis has been appointed 
assistant actuary by Life Insurance Co. 
of Virginia. A native of Meriden, Con- 
necticut, Mr. Lewis is an associate of 
the Society of Actuaries and a graduate 
of Bucknell University. For the past 
three years he served as associate’ actu- 
ary for Union Life of Richmond, and 
previously as actuary for the Estate and 
Gift Tax Division of the Internal Rev- 
enue Service. 





World War II as an Artillery Captain 
in the Army. He entered the insurance 
business in 1940 in the Group department 
of Equitable Society. He continued with 
the Equitable after his military service 
as supervisor of Group sales and service 
until July 1948 when he became as- 
sistant manager, Group department of 
Terbush and Powell, Inc., Schenectady, 
N. Y., a position he held until joining 
Security Mutual. 

Mr. Vanderbilt is a member of the 
legislative committee, Binghamton Cham- 
ber of Commerce. Other civic activities 
include committeeman and treasurer of 
Troupe 226 Vestal, New York, Boy 
Scouts of America, solicitor, section 
leader, and chairman of National Firms 
Division of Broome Countv United Fund 
Drives. He was an alternate member of 
the accident and health committee of the 
Life Office Management Association and 
is presently a member of the conserva- 
ticn committee of the individual insur- 
ance committee of the Health Insurance 
Association of America. Mr. Vanderbilt, 
in his new position as superintendent of 
agencies, will have enlarged responsibil- 
ities in the company’s field expansion 
program. 
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EXTRAORDINARY 







POLICY 


PREFERRED 
p at Age 90° 





ECUTIVE 
@ life Paid U 





This policy should enable you to sell, on 
the average, from $50,000 to $100,000 


per sale. 


Under its terms, the insured may borrow 
up to 95% of the first year’s very high 
cash value immediately. 


A supplemental rider may be added pro- 
viding additional insurance which increases 
each year approximately in proportion to 
the increase in the cash or loan value of 


the policy during the first 20 years. In 
other words, in event of death within 20 
years, the rider will repay the loans and 
the death benefit will be at least the face 
amount of the policy. 

Examine this wonderful opportunity to 
write a large volume of new business fast. 
And for YOU—ten percent renewal com- 
missions for nine years after the first year 
commission. 





ILLUSTRATION — AGE 35 
$100,000 Basic Policy 
Rider may be included to provide addi- 


tional increasing term insurance from 
$1,925 in the first year to $38,500 in the 















20th year 
Annual Premium Basic Policy $2,263 
Annual Premium Rider 208 


TOTAL Ist 15 years 
Next five years 


$2,471 
$2,245 annually 


Thereafter $2,037 annually 
ADVANCE 

YEAR LOAN VALUE — CASH REQUIRED 
1 $1,836 $635 plus interest 

5 1,909 562 plus interest 
10 1,944 527 jalus interest 
15 1,866 605 plus interest 
20 1.341 904 plus interest 





ANOTHER EXAMPLE OF LEP 
(LIBERAL, FLEXIBLE, PROTECTION) by 


INSURANCE COMPANY OF NEW YORK 
HOME OFFICE: 


386 FOURTH AVENUE, NEW YORK 16, N. 





MURRAY APRIE 
pPrRrecToe..oF 





AGENCIES 


ra 
‘ 


| 
‘ 






















































nini 
tro! 


amc 
not 

ride 
suec 
ben 
issu 
Life 
payc 
ride 
basi 


ard, 








year 


a 
i——) 
=xS 
—— 
SRNR SOTA ETRY 





















November 29, 1957 














Page 7 








To Head Trenton Agency 
For Mutual of New York 





WILLIAM HARTT 


In a continuation of its field expan- 
sion program, Mutual Of New York will 
establish a new managing agency in 
Trenton, N. J. on Mgt A 1, it was an- 
nounced by Santon G. Hale, vice presi- 
dent for sales. 

William Hartt has been appointed 
manager of the new agency. He was 
formerly assistant manager of MONY’s 
New York (Myer) agency and since 
May, 1957, has been undergoing special 
managerial training at the company’s 
home office. 

Trenton will give MONY a total of 
125 agencies throughout the United 
States and Canada. It will be the 16th 
new unit to be opened by the company 
in the last 12 months and the third new 
agency to be established in New Jersey 
in the last year. 

Mr. Hartt has lived in New Jersey 
for the past eight years and has been 
with MONY since 1948, when he joined 
the Richard E. Myer agency as a field 
representative. He was promoted to 
assistant manager in 1950 and in May, 
1957, he was advanced to the home office 
for managerial training. Before entering 
the personal insurance field he served 
nine years with the Air Force, advancing 
from private to captain. 


Return of Premium Riders 


Offered By United L. & A. 


Two return of premium riders, one a 
twenty-year plan, and the other to age 
65, have been announced by United 
Life and Accident, Concord, N. H 

The riders may be attached at issue 
to any of 30 U nited Life and Accident’s 
basic life insurance policies. In event of 
death of the insured during the period 
of the rider selected, beneficiary re- 
ceives not only full face amount of the 
policy, but the entire amount of pre- 
miums paid in is returned as well. 

The riders may be attached to a policy 
with the double or triple indemnity 
benefit, family income or family protec- 
tion benefit, or with an accident and 
sickness policy issued in combination. 
With these benefits, as well as with 
waiver of premium or payor benefits, 
the premiums paid on the benefits or 
combination policy are refunded along 
with premiums on the basic policy. The 
amount payable under these benefits is 
not affected by the return of premium 
rider. 

The return of premium riders are is- 
sued with waiver of premium if this 
benefit is on the basic policy. Also 
issued with payor benefit on United 
Life and Accident’s juvenile policies, if 
payor benefit is on basic policy. The 
riders will be issued substandard if the 
= life insurance is issued substand- 
ard, 


Companies Ask Treasury 
Mills Tax Law Extension 


Washington—American Life Conven- 
tion and Life Insurance Association of 
America have presented to Secretary 
Anderson a statement urging the Treas- 
ury Department to support an extension 
by Congress of the Mills Law to cover 
the tax year 1957, according to a joint 
general bulletin being sent by the two 


associations to their member companies. 
The joint bulletin embraces a copy of 


which has been sent to the 
Secretary reviewing the reasons why the 
Mills Law should be extended. The let- 
ter emphasizes that the 1942 life com- 
pany tax abandoned in 
1947. Since then Congress has shown 
no intention to revive it and the Treas- 
ury has never advocated such action, the 
letter to Secretary Anderson says. Re- 
applying the abandoned formula would 
so drastically change both the basis and 
incidence of F ederal income tax on indi- 
vidual companies that it would be tanta- 
mount to enacting an entirely new law. 


a letter 


formula was 


Increases 1958 Dividends 

Increased dividends in several policy 
lines for 1958 have been announced by 
State Mutual Life. Dividends 
increased at the later 
Equity Builder policies. 


are being 

durations on 
For other plans 
in the current series of policies the in- 
creased dividend scales adopted for 1957 
will be continued for 1958. On Ameri- 
can Experience business, dividends are 
being increased on premium-paying poli- 
cies where premiums are payable for 
the whole of life. 





clients 


FOUR HELPFUL 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, objective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 
If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 


Mrwa 0- Ni... York 























WHO ARE 





Mutual Of New York 


Broadway at 55th Street, New York 19, N. Y. 


I would like a set of MONY booklets on business 


Name 


life insurance. 





The Mutual Life Insurance Company Of New York, New York, N.Y. 


Offices located throughout the United States and in Canada 


FOR LIFE, ACCIDENT & SICKNESS, AND GROUP INSURANCE 


Address. 





City 


County 
or Zone. 





MONY TODAY MEANS MONEY TOMORROW! 





State. 
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EDWARD J. GRIFFIN 


Appointments of Edward J. Griffin as 
manager and William G. Meharg as as- 
sistant manager of the Group and pen- 
sion department of the Charles B. 
Knight Agency, Inc., New York, have 
been announced by Charles N. Barton, 
CLU, president of the Knight organi- 
zation. The Charles B. Knight Agency, 
Inc., represents Union Central Life. 

Mr. Griffin joined the Knight Agency 
as assistant Group manager in Febru- 
ary, 1954. 
manager for the 
1956. Prior to“his association with the 
Knight organization, he was Group rep- 
resentative in the New York area for 
the Zurich General Accident and Lia- 
bility. 

Mr. Griffin entered the Group field 
immediately after his graduation from 
Fordham University in 1950. He served 


He was promoted to Group 
agency on January l, 





Hetra to Succeed Frey 
For Mutual of New York 


C. J. Frey, CLU, agency manager for 
Mutuz al Of New York in Erie, P a., since 
1933, is retiring under the provisions of 
the company’s security and retirement 
program. Stanton G. Hale, vice president 
for sales, announced that Joseph Hetra, 
Pennsylvania native and former assistant 
manager for MONY in Pittsburgh, has 
been appointed to succeed Mr. Frey as 
manager in Erie. 

An active leader in professional affairs, 
_ Frey has held the presidencies of 

» Erie Life Underwriters Association, 
nnsylvania State Life Underwriters 
ciation, and Erie Association of 
Ganeral Agents and Managers. He has 
also been active in community affairs 
with the United Fund, Community Chest, 
and various health and hospital groups. 

Mr. Hetra was graduated from West- 
minster College and received his mas- 
ter’s degree in education from the Uni- 
versity of Pittsburgh. He was a teacher 
and coach in Beaver Falls, Pa., for six 
years before he entered the personal 
insurance field with MONY in 1951 as 
a field representative of the Pittsburgh 
agency. In August, 1954, he was pro- 

moted to assistant manager and in De- 
cember, 1956, he was advanced to his 
present post at the home office for spe- 
cial managerial training. 

Mr. Frey has served 37 years with 
Mutual Of New York. He joined the 
company in 1926 as a member of the 
Baltimore agency. Seven years later he 





was promoted to be manager in Erie and 
he has held that post continuously ever 
since. 





C. B. Knight dneney Appoints ome: and Meharg 





Rappoport Studies 
WILLIAM G. MEHARG 


during World War I] with the Navy in 
the Pacific. A native New Yorker, he 
and his family now live in Kew Garden 
Hills. 

Mr. Meharg has been associated with 
the Knight Agency as a Group represen- 
tative for a year and a half. He came 
to the organization after serving as a 
Group representative in the New York 
area for State Mutual Life. 

A native of Cumberland, R. I. Mr. 
Meharg is a graduate of Boston Uni- 
versity. He served in Europe with the 
Army during World War II. Mr. 
Meharg currently lives in Maplewood, 
N. J 
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YOU... 


Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


Major Medical. 


TRAINING — to sell all forms of Participating Life Insurance 
—in individual programming, Business Insurance, estate 


and tax planning. 
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» 

» TRAINING — to sell Group Health and Accident, Group Life, 
» and Salary Continuance Plans. 

4 TRAINING — to advance into management positions — Field 
> Supervisor, General Agent and Home Office. 

» 
» 
b. 
> 
> 
a 
> 
» 
» 
> 
> 
> 
> 
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All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


for all salesmen. 


Frank S. Vanderbrouk, President 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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Allen L. Dickey Dies 

Allen L. Dickey, 54, well known in 
New York City, and since July 1, 1954, 
with the James Stoessel general agency 
in Los Angeles of National Life 
of Vermont, died suddenly on Novem- 
ber 13 while watching the races at 
Golden Gate Fields, San Francisco. He 
had heart trouble for some time. 

3orn in Erie, Pa., he was son of James 
M. Dickey, for many years manager in 
Philadelphia of Mutual Of New York. 
In New York City Mr. Dickey was gen- 
eral agent of Provident Mutual and 
New England Life. On the Coast he be- 
came general agent in Beverly Hills for 
Great-West Life, later joining National 
Life. 

Genera] Agent Stoessel said to The 
Eastern Underwriter: “He always dem- 
onstrated his willingness to share with 
others his rich experience and great 
skill.” He left a widow and two daugh- 
ters. 


Equitable Society Director 
The election of Maurice Heckscher to 
the board of directors of Equitable Life 
Assurance Society was announced by 
James F. Oates, Jr., president. Mr. Heck- 
scher, a graduate of Harvard Univer- 
sity and Harvard Law School, is a 
partner in the Philadelphia law firm of 
Duane, Morris & Heckscher. He is a 
director of the National Mental Health 
Association, Family Service Society of 
Philadelphia and for the past two years 
was president of Philadelphia’s Com- 
munity Chest. He is a member of the 
Philadelphia Bar Association, Pennsyl- 
vania Bar Association, American Bar As- 
sociation and is a former president of 
the Junior Bar Association of Phila- 
delphia. 
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WEST COAST 
LIFE 
DIRECTOR AGENCIES 

$15,000 PLUS 
Progressive, established West Coast 
Company with excellent reputation. For 
the right man (see below). 
Company offers: 
1. Annual salary $15,000. 
2. Election as a Vice President and 

officer of company immediately. 
3. Willi make available stock op- 
tion plan. 

Employer visualizes: 
Age range: 35-45 with Home Office produc- 
tion and Agency Department experience (at 
least 8 years). Man for position probably 
‘uictioning as Assistant Director of Agencies 
with medium or large company. Should have 
some experience promoting Life among Mul- 
tiple Line Agencies. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 








HArrison 7-9040 








M. A. Linton Talk 


(Continued from Page 1) 


means that the risks attached to the 
annuity would be confined to fluctuating 
dividends from stocks and to net capital 
losses. CREF assumes neither the mor- 
tality nor the expense risks. To do so 
would require a considerable surplus 
which it does not plan to accumulate. 
Trust companies also are not in a posi- 
tion to assume these two risks. There 
would appear to be no valid reason why 
a life insurance company in these two 
respects should not do under equity 
annuities, issued directly or through an 
adequately financed subsidiary, what it 
does as a matter of course under regular 
annuities.” 


Problems To Be Met 


Summing up his conclusions, Mr. Lin- 
ton said: 

“What conclusions do I draw from 
these considerations? First the problem 
of ownership of common stock must be 
settled. Any company doing business in 
New York is confronted with the 3% 
limitation previously mentioned. A limi- 
tation of that kind could prove embar- 
rassing for companies that might issue 
a substantial amount of variable annuity 
business. Thus the New York law, as 
well as some others, would have to be 
altered before all companies could do 
a nationwide business in this field. 

“Tf IT were the president of a company 
considering whether or not to enter the 
field I would want to be sure about the 
way the variable annuity business would 
be taxed. If it were to be on a basis 
radically different from that applied to 
regular annuities I would be rauch con- 
cerned about establishing the variable 
annuity business simply as a department 
of the company, with its own common 
stocks in a segregated fund. I would 
prefer the subsidiary approach despite 
its formidable problems. 

“Again, I would want to know whether 
the agents who sold the variable annu- 
ities would be brought under Federal 
regulation, as in the case of mutual fund 
salesmen. Once started in that direction 
one never knows to what it might ulti- 
mately lead. 

“With the foregoing problems satis- 
factorily solved, the next step would be 
to determine to what extent one would 
enter the field. I think there would be 
little doubt about entering it as a part 
of a company’s Group insurance activi- 
ties. 

“When it comes to contracts sold to 
individuals I would want to do every- 
thing practicable to insure that the pro- 
gram would be so balanced that no more 
than one-half could be in variable an- 
nuities. It is noteworthy that the pre- 
viously mentioned report adopted by the 
Insurance Commissioners Association 
recommends that any special legislation 
that may be required should specify 
‘that a balance between fixed-dollar in- 
come in variable annuities be achieved 
and maintained.’ ” 
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Nettelfield and Brice 
Named to New Positions 


BY GREAT-WEST LIFE ASSUR. 





Nettelfield Superintendent of Reinsur- 
ance; Brice Made Superintendent of 
Agency Administration 





Two senior head office administrative 
appointments have been announced by 
D. E. Kilgour, general manager of 
Great-West Life Assurance. J. B. Nettel- 
field, formerly superintendent of agen- 





J. B. NETTELFIELD 


cies, has been appointed superintendent 
of reinsurance, and W. Brice, for- 
merly underwriting secretary, has been 
appointed superintendent of agency ad- 
ministration. 

Mr. Nettelfield, widely known in life 





J. W. BRICE 


insurance circles in both Canada and 
the United States, will be responsible 
for the active promotion and develop- 
ment of the company’s reinsurance busi- 
ness. Mr. Nettelfield, who joined Great- 
West Life in 1935 as an agent in Toronto 
and subsequently served as a_ branch 
manager in Toronto and Montreal, went 
to the head office in 1946,as assistant 
superintendent of agencies. He was ap- 
pointed superintendent of agencies in 
1950. Since moving to the head office, 
he has played a particularly important 
role in the growth and development of 
the company’s sales operations in the 
United States. 

Over-all direction of the reinsurance 
function will continue to be the respon- 
sibility of J. E. Morrison, assistant gen- 
eral manager and actuary. Administra- 
tion of reinsurance business will remain 





Promote Lohman and Weiner 


General American Life has filled two 
positions in its St. Louis home office 
with the promotion of William F. Loh- 
man to manager of the Group benefits 
department and of Earl L. Weiner to 
succeed Lohman as the department’s 
assistant manager. 

Powell B. McHaney, company presi- 
dent, said the promotions are effective 
at once. Mr. Lohman has been with 
General American Life and its prede- 
cessor company since 1927, and _ suc- 
ceeds the late Alvin Bockwinkel. Mr. 
Weiner has been with the company 
since 1941. 





in the underwriting division. 

Mr. Brice moves to the agency divi- 
sion, where he will coordinate the ad- 
ministration of the company’s head office 
agency division with its 62 branches in 
Canada and the United States. Mr. Brice 
joined Great-West in 1946 in the under- 
writing division and two years later was 
named reinsurance secretary. In 1953 he 
was promoted to underwriting secretary 
of the company. During this period he 
made an important contribution to the 
development of the reinsurance depart- 
ment and the administration of the un- 
derwriting division. 








TRAINING SUPERVISOR, BOSTON 


New England Life's top in-force agency seeks aggressive, experienced 
supervisor to recruit and train new manpower. Right man with man- 
agement ambitions assured of opportunity to advance. Salary plus 
incentive plan and limited personal writing should total five figures. 
Newly modernized quarters and exceptional fringe benefits. Write Box 
2576, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 








MADE DISTRICT MANAGER 

V. Randall Workman has been ap- 
pointed a district manager in St. Louis 
for General American Life. He is the 
first district manager to be graduated 
from the two-year intensive course in 
agency management conducted by the 
company as part of its lifetime security 


franchise program for field representa- 
tives. He joined the company in 1955. 


Stein Associates Named 
Announcement of the appointment of 
Bernard A. Stein and Henry Stein, of 
Stein Associates, Hewlett, L. I 
general agents has been made by Bank- 


Les 
ers Security Life, New York. 

Brothers, both graduates of Brooklyn 
College and war veterans, Bernard and 
Henry Stein, have long been prominent 
in civic and community activities. 





Would you take 2 





Tew extra steps for S200007 


Selling is that easy, that profitable, with State Mutual’s 
outstanding new Individual Non-Can Sickness & Acci- 
dent Coverage to Age 65 — the quality income-replace- 
ment policy which pays your clients a monthly income 
during total disability of $100 to $300 for an entire 
normal working career — or for life if disability is 
caused by accident. Policy offers all these additional 
sales features : 





Non-Cancellable and Guaranteed Continuable « 
Guaranteed Level Premium « Participating « 


Incontestable « 31-Day Grace Period « 
Non-Prorating * Non- House Confining « 
All Benefits Payable to Insured 


For selling just one of these policies per month (based 
on average size premium), your total earnings (first 
commissions plus renewals) at the end of 10 years would 
exceed $20,000! Write, call or see your nearest State 
Mutual agency office for premium rates, sales folders 


and proposal forms. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 


Home Office 


OF AMERICA 


Worcester, Massachusetts 
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30th Birthday Party 
Of Bankers National 


R. R. LOUNSBURY IN SPOTLIGHT 





Service Records of H. O. Employes and 
Directors Recognized; Co. Has Pros- 
pered Under Lounsbury’s Leadership 


Lounsbury, president of 
Montclair, N. J., 


evening of 


Ralph R. 
Bankers National Life, 
was in a happy mood the 
November 22. It marked the 
30th held at 
Suburban, his 


company’s 
Hotel 


own 


anniversary 
East Orange, 
30th milestone. A founder 
National Life, he 
and under his leader- 


party, 
and 
and organizer 
of Bankers has been 
its only president 
ship the company has prospered. 
Surrounded by his fellow officers, 14 

members of the board of directors, home 
office employes and guests (300 in all), 
Mr. Lounsbury viewed the scene with 

satisfaction and pride. In extending his 
greetings he said: “When one thinks 
of those fine life insurance companies 
which have reached an age of more 
than 100 years of continuous business 
life, a period of 30 years seems quite 
short and unimpressive. However, when 
it is recalled that statistics indicate that 
fewer than 5% of all business corpora- 
it is evident 


tions survive for 30 years, 
that we do have cause for a celebra- 
tion.” 


Service Records Recognized 


was in the 
C. Windolf, 


who was des- 


The evening’s program 
capable hands of Albert 
treasurer of the company, 
ignated “skipper” of the anniversary 
dinner committee. Appropriately, recog- 
nition to home office people with serv- 
ice records was the first order of busi- 
ness. Vice President William F. Good 
presented gifts to Ethelyn M. Connolly, 


Gladys M. Tait and Helen M. Nearing 
who have five years’ service to their 
credit. The ten year veterans—W: ng 
J. Rogers, C. Wilbur Carlson, Earlie G. 
Twiford and Grace M. Hessinger—re- 
ceived their gifts from Secretary Charles 
\. Bell. He had good news for Mr 
Carlson—promotion to rank of assistant 
secretary. In turn, the 15-year veter- 
ans—M. Evelyn Wright and Elizabeth 
B. Jones—received congratulations from 
Vice President John McAlexander. He 
was especially proud of Miss Wright 
who has been his secretary for all her 


years with the company. 


vice 


H. Carlyle Freeman, president, 
was in a class by himself. He was the 
only 20-year employe to be recognized 


and in preset him with his gift Dr. 
Berthold T. D. Schwarz, vice president 
and medical directot. paid tribute to him 


for a fine agency building job The one 
25-year employe was Mrs. Martha S 
Huntenburg who was absent from the 
party on vacation. Her long career was 


lauded by Vice President-Actuary Elmer 
H. Hardebeck. 
Directors Receive Service Plaques 


The spotlight then centered on mem- 
rs of the board of directors with more 
than 20 years of service. Oldest among 
them is Frank L. Hinckley who went on 
the board in 1927. Executive Vice Pres- 
ident John D. Brundage did the honors 





in presenting service plaques to the 
following directors: Gustave Fischer 

Frank L. Hinckley (he and his wife 
have 16 grandchildren), Edward R. Mc- 
Glynn, Raymond D. Shepard (retired 
vice president-treasurer), William S 


Stuhr, Dallas S and 
Stanley Wallbank. 

Then came President Lounsbury’s turn 
to receive well deserved recognition. Mr. 
McGlynn first awarded him a_ 30- oe 
service plaque inscribed with the sig 
tures of the entire board. He then aa )- 
duced a “surprise package” and called 
upon Mrs. Lounsbury to open it. This 
gift, which was from members of the 
board, was a handsome silver candela- 
brum. “It is presented to you in sin- 
cere appreciation of your wise counsel 
and leadership, faithful service and un- 
failing interest in the affairs of the 


Townsend 





RALPH R. LOUNSBURY 
company,” said Mr. McGlynn. 

Still another gift received by Mr. 
Lounsbury, came from the home office 
staff and his fellow officers. Financial 
Vice President B. Hollon Smith made 
this presentation, pointing to Mr. Louns- 
bury’s guidance of the company in 30 
years of progressive growth. At this 
point Mrs. Lounsbury was_ pleasantly 


Brady, chairman 


surprised when Joan 
association, 


of the home employes 
expressed the sentiment that “the lovely 


office 


lady who is the wife of our president 
deserves recognition ” Mrs. Louns- 
bury’s gift was a hz andsome figurine. 


Final event of the evening was Ralph 
Lounsbury’s talk in which he expressed 
gratitude for gifts received as well as 
the demonstrated confidence and loyalty 
of the board members and _ staff. He 





THE Man to Call... 


He’s on the ball. He’s backed by 
broad, liberal underwriting. 
He’s fast with on-the-spot 
handling of your tougher cases. 
His phone number is your must. 


He’s Your 


BANKERS SECURITY LIFE General Agent 


QUANTITY DISCOUNTS 


‘right across the board’. 

A reduction of premiums of $2 per $1,000 on that 
portion of the face amount of the policy 

which is in excess of $5,000. 











BANKERS SECURITY LIFE 


INSURANCE SOCIETY 
of New York 


GEORGE HARRISON, CLU, Vice President 
103 PARK AVENUE 





WANTED 


A man, age 35-45, broad home office life insurance knowledge, for general admin- 
istrative work in organization with $90,000,000. assets, handling pensions, life, fire, 
and casualty insurance for the Episcopal Church. Write Box 2575, The Eastern 
Underwriter, 93 Nassau St., New York 38, N. Y. 

















Named Assistant Counsel 

Lauchlin H. McLean has been ap- 
pointed assistant counsel, mortage loan 
department, by Aetna Life. Mr. McLean 
joined the legal staff in the company’s 
mortgage loan department in 1951 after 
practicing law in Cleveland for six years. 
He is a graduate of Ohio State Univer- 


HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 








sity and Harvard Law School, and a 
member of the American Bar Associ- O’TOOLE ASSOCIATES 
ation. Incorporated 


Management Consultants to 
Insurance Companies 














touched on milestones i 3ankers Na- . 
onal i ie pectin erating ply ee Established 1945 
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ee pe PO aden aah : QUEENS VILLAGE 29, NEW YORK 
ance in force, $60 million of savings 
accumulated by policyholders, over $20 
million in death claims paid and $36 


Agencies Superintendent 
For State Mutual Life 


million paid to living policyholders. H> 
did not overlook the field force—105 
men and women—“who have been and 
always will be indispensable to the suc- 
cess of our operation,” and he gracious- 
ly acknowledged “the fine treatment 
which has always been accorded to us 
by the press, both newspapers and in- 
surance trade journals.” 

Special welcome was extended at the 
party to two retired vice presidents— 
William J. Sieger and John W. Weber; 
also to F. Sanford Astarita, member of 
the investment committee who is presi- 
dent of Montclair Trust Co.; Everett T. 
Felter, secretary of the board of direc- 
tors, and Bernard J. Cunnane, president 
of Banlife Corp. Two one act plays, 
“Talent Galore” and “Life at Bankers 
National Life,” closed the evening. 








GEORGE J. DOCKINS 





A new superintendent of agencies for 
State Mutual Life of America, has been 
announced by H. Ladd Plumley, pres- 
Joel Dockins of Birming- 
this 


ident. George 
ham, Ala. joined State Mutual 
month with officer status and will co- 
ordinate his responsibilities at the home 
office in Worcester, Mass. According 
to Agency Vice President Joe B. Long, 
he will direct sales in Virginia, North 
Carolina, Tennessee, Kentucky, Louisi- 
ana, Alabama, Georgia and Texas. 

Mr. Dockins attended Jacksonville 
State Teachers College and was asso- 
the Birmingham Board of 
He started in the life insur- 
1947 as an agent for 
Life, and became a 
brokerage manager of Occidental Life 
of California in 1952 and was a branch 
manager for that company before going 
to State Mutual. 


ciated with 
Education. 
ance business in 


Mutual Benefit 


United of America Merges 
With Unity Mutual L. & A. 


Insurance Commissioners of California 
and Illinois have approved the merger 
of Unity Life and Accident of Los An- 
geles with United of America, home 
office at Chicago, effective November 
15, with United being the surviving 
company. 
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Elizabeth C. Stevens— 


Secretary-Treasurer of Life Insurance Agency Management 
Association; Close Student of Organization 
She Joined 35 Years Ago 


By CLarENcE AxMAN 


When the old Life Insurance Sales 
Research Bureau, which became Life In- 
surance Agency. Management Associa- 
tion, was formed in Pittsburgh a bright 
eyed, attractive, spirited girl who had 
but recently graduated from Smith Col- 
lege was employed. She has been with 
the organization ever since. As this is 
her 35th anniversary she is being de- 
luged with letters and wires from agency 
men telling what an outstanding job she 
has done with the organization. If any 
home office agency man has never heard 
of her he can be compared to a moving 
picture fan to whom the name of Greta 
Garbo is Greek. 


Started With Old Bureau in Pittsburgh 


A native of Deep River, Conn., she 
went to work in Hartford for the Phoe- 
nix Mutual home office. In November, 
1922, she was introduced to John Mar- 
shall Holcombe, Jr., manager of the Life 
Insurance Sales Research Bureau, by 
the late Winslow Russell, vice president 
of the Phoenix Mutual Life and in 
charge of its production activities. 

That resulted in Miss Stevens going 
to Pittsburgh where the Bureau had its 
start at the Carnegie Institute of Tech- 
nology. First job there was being in 
charge of packing up records and files 
already started as the Bureau was mov- 
ing to New York City where it opened 
offices at 50 East Forty-second Street, 
January 2, 1921. In Pittsburgh she had 
computed sales survey figures and typed 
material for the first volume of the 
Managers’ Manual. When the New York 
headquarters opened she began _ hiring 
personnel and also did purchasing for 
the Bureau. At the start the Bureau per- 
sonnel consisted of four persons and 
there was a membership of 67 com- 
panies. In selecting personnel she was a 
wizard and continued to be one. Soon 
she was given the title of office man- 
ager. The Bureau moved to Hartford in 
1924 since which time its growth has 
been phenomenal. Miss Stevens is now 
secretary-treasurer. 

The Holcombe Personality 

Mr. Holcombe remained as manager 
of the organization until his death which 
was regarded as a great loss to the mer- 
chandising ranks of the country. A 
broad-minded individual he recognized 
many phases of production in which his 
organization could aid the agency man- 
agers and his vivid imagination and tre- 


mendous acquaintance with executives 
sent the organization sailing success- 
fully through many channels, always 


with the thought of helping make agents 
and agencies more efficient and reducing 
the unfortunately large turnover in 
agency ranks. He was succeeded by 
Charles J. Zimmerman, whose great 
work and success in this post was a 
factor leading to his election to presi- 
dency of Connecticut Mutual Life. Cur- 
rent manager is Frederic M. Peirce who 
has also won the confidence of the pro- 
duction field and of company executives. 

Miss Stevens has won the reputation 
of being one of America’s outstanding 
women executives. An important factor 
in all phases of the work of LIAMA, 
she always is quick to master details of 
each new development of the organiza- 
tion. She knows most everybody of con- 
Sequence in agency circles, has helped 
many temporarily unemployed executives 
land desirable jobs, has been recipient 
of innumerable confidences and, as far 


as I know, has never made a_ public 
speech. She can sit, apparently fasci- 
nated, through every session of a 


LIAMA convention even including the 
reading of seemingly endless statistics, 
and is a tete-a-tete artist. 

In private life Miss Stevens is Mrs. 


ELIZABETH C. STEVENS 


Dwight A. Hogg whose husband is dis- 
trict manager of Lock Joint Pipe Co. 
At their hospitable home on Asylum 
Avenue, West Hartford, she frequently 
entertains at bridge, some of her playing 
companions (always non-conversational 
when dummy) being Lelia Thompson, 
who has retired as counsel of Connecti- 
cut Mutual Life; Dorothy Peck, an ex- 
ecutive of Phoenix Mutual; and Barbara 
Lincoln Lake, personnel manager of 
Sage Allen & ya Hartford department 
store. Among clubs to which Miss Stev- 
ens belongs are Town and County and 
Hartford Golf. She likes baseball. 


‘ 


Connecticut General Names 


Two Brokerage Consultants 


Two brokerage consultants have been 
appointed by Connecticut General Life 
to serve independent insurance men and 
their clients in all phases of life, acci- 
dent and health, and Group insurance. 
They are Robert D. Heins at the recent- 
ly opened Newark brokerage office and 


Homer A. Mann with the Memphis 
office. , 
Mr. Heins, a graduate of Princeton 


University, was formerly with the staff 
of the company’s Charlotte, N. C., bro- 
kerage agency. 

Mr. Mann received his bachelor’s de- 
gree from Mississippi State College. 





Charles J. Buesing Marks 
Thirtieth Anniversary 


Charles J. Buesing, manager of Mutual 
Of New York’s New York City agency 
at 150 Broadway, this month celebrates 
his 30th anniversary with the company. 
Mr. Buesing joined MONY in 1927 as 
a clerk in the home office. In 1934 he 
became a field representative for the 
company, and in July, 1945 was named 
assistant manager of the Richard E. 
Myer agency in New York City. He 
was advanced to the home office sales 
staff in October, 1947, to undergo special 
managerial training . He was appointed 
to his present position in June, 1948. 

Mr. Buesing is active in professional 
affairs. He is a member of the National 
Association of Life Underwriters and 
is currently vice- president of the Life 
Managers Association of Greater New 
York. . 


Connecticut Mutual Life 


Increases Interest Rates 

For the third time in four years, Con- 
necticut Mutual Life has announced in- 
creases in interest rates payable to 
policyowners and beneficiaries. 

Effective January 1 the company will 
pay 3.50% on funds left under income 
settlement options, 3.35% on dividends 
accumulations and 3.35% on money left 
under conversion deposit agreements. 
These rates compare with 1957 rates of 
3.35%, 3.25% and 3.15%, respectively. 

In making the announcement, the 
company pointed out that 60% of all 
policy proceeds are left with the com- 
pany under various income options and 
nearly two-thirds of its policyowners 
leave policy dividends to accumulate at 
interest. 


Indianapolis Life Sets 
October Sales Record 


Indianapolis Life’s sales force during 
October recorded the largest volume of 
sales of any October in the company’s 
52-year history, according to Agency 
Vice President Arnold Berg. Sales for 
the first ten months of 1957 are at an 
all-time high and are approximately 10% 
ahead of last year. 

The top individual producer for Octo- 
ber was Jack Peckinpaugh, a Million 
Dollar Round Table member from Mun- 
cie. Nate Kaufman of Shelbyville, In- 
diana, holds top spot in sales for the 
year to date, and his agency was tops 
in October and also leads all agencies 
for the year to date. 


TO HEAR GEORGE W. LANE, JR. 

George W. Lane, Jr., assistant vice 
president of Metropolitan Life, and pres- 
ident of the International Claim Associa- 
tion, will address the members of the 
Boston Life and Accident Claim Asso- 
ciation on December 13. He will discuss 
Group insurance. 





BERNARD A. 


HAA 


AGENCY 


“Let's 


MANHATTAN LIFE 


talk about tough cases” 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 








LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 








Buy Seaboard Life 


Seaboard Life of Miami, Fla., has been 
acquired by the following Miamians: 
Martin D. Von Zamft, attorney and 


chairman of Miami National Bank ; Al- 
bert B. Myers, vice president, Brown- 
Allen Chemicals, Inc.; Bernard Rodins, 
owner of Marlin Equipment Co.; ee 
D. Spear, CPA, of Spear, Sheldon, Safer 
& Co., and Sam Seitlin, president of 
Seitlin & Co. insurance agency. 


CONN. GENERAL OFFICE MOVES 

The Cleveland branch office of Con- 
necticut General Life has moved to 2800 
Euclid Ave. 





your Mutual 
; Benefit 
\ Life Man 





planning 
that turns 
prospects 
into 
clients.’ 


It takes thoughtful planning 

to produce anything worthwhile— 
from a best-selling novel to a 
slum-clearance program. And 
Mutual Benefit Life’s basic 
philosophy holds that any man’s 
financial future deserves the same 
careful planning. All Mutual Benefit 
Life men like Richard I. Schatz 
of New York City believe this, 
too—and are thoroughly trained - 
put it into practice. We think it’s 
major reason for their success wc 
the clients they serve . . . clients 
who know that a policy is no 
substitute for a plan. 








The 5 Mainal Benefit Life 
Insurance Company, Newark, N. J. 








Page 12 











November 29, 1957 





Eastern Life Producers’ Club Holds 
Four-Day Convention At Grossinger’s 


Confident Goal of $100 Million Insurance in Force Will Be 


Reached; Harry Yarin and Murray April Point to 1957 
Progress; Guest Speakers Include Jack Yarin 


In the home stretch of its “30 for 30” 
campaign and with the 1957 goal of 
$100,000,000 in life insurance in force in 
sight, the Eastern Life of New York, 
now 30 years old, staged one of its most 
successful Producers’ Club convention 
recently at Grossinger’s Hotel in the 
Catskills, New York. It was a four-day 
gathering, attended by production lead- 
ers of the company, at which the em- 
phasis was placed on new and improved 
policies put on the market this year and 
what’s ahead for 1958. 

Harry Yarin, vice president and secre- 
tary, spelled out the production time 
table in his convention banquet address 
when he said: “Our goal in 1956 was 
50% paid-for increase over 1955. Our 
1957 goal was 50% increase over 1956. 
Next year we aim for at least 50% in- 
crease over paid business of 1957.” 

Mr. Yarin announced that effective 
January 1, 1958, the Eastern will institute 
a policy of lifetime service fees for full- 
time agents. He explained: “The general 


agent will pay to each of his agents 


JACK D. YARIN 


lifetime service fees of 2% after the 
tenth policy year as long as the agent 
continues under contract with the 
agency. He further said: 

“During 1957 the company started 
writing the Executive Preferred policy, 
Life Paid Up at age 90 as well as “Term 
to Age 65’ policy. Next year we plan 
to expand further our policy portfolio. 
Our underwriting rules have changed 
with changing conditions and we now 
accept business on diabetic, heart and 
certain cancer cases.” 


President Lipsky’s Welcoming Address 


Murray April, director of agencies, 
who was in charge of the convention 
program, opened the first business ses- 
sion which featured an address of wel- 
come from Louis Lipsky, Eastern Life’s 
president. Unable to be present, Mr. 
Lipsky’s message was read by Abraham 
Krumbein, first vice president. Its salient 
feature was the personal interest which 
Eastern’s home office takes in the wel- 
fare of each individual agent. 

“We are most concerned,” said Mr. 
Lipsky, “with the development of esprit 
de corps among the men and women who 
constitute our producing staff. There is 
a professional knowledge of life insur- 
ance which applies equally to all com- 
panies ...In addition, every company 








MURRAY APRIL 


has its own personality and_ spirit, 
peculiar to itself... A company may 
be likened to a university. The studies 
may be the same at each university, but 
the graduate of any college is able to 
recognize his alma mater by the way it 
does things, its relation to its graduates, 
and how it regards and treats those who 
are drawn within the orbit of its influ- 
ence. 

“Our aim at this Grossinger gathering 
is to develop, in addition to greater life 
insurance knowledge, a brotherhood of 
the Eastern Life in which every member 
shall feel a fraternal relation not only 
with the company—its officers, person- 
nel, procedures and traditions—but also 
with their classmates. It is this fraternal 
spirit which we regard as of the greatest 
importance .. .” 


Murray April Keynoter 


In opening his address, which key- 
noted the meeting, Mr. April paid 
tribute to the late Col. Francis R. Stod- 
dard, general counsel of the company, 
who passed away in October. He had 
played a major part in shaping the com- 
pany and stood steadfast in his devotion 
through the years. 

Reviewing Eastern’s progress since the 
1956 Producers’ Club gathering, Mr. 
April pointed to liberalizations of com- 
pany practices and policies as follows: 
(1) Rates for disability premium waiver 
applied to one year and five-year renew- 
able Term policies have been reduced; 
(2) disability premium rates for quali- 
fied female risks have been changed 
from 1% times standard rates to stand- 
ard rates; (3) full commissions are now 
paid on approved risks from ages 61 
to 65 inclusive instead of being limited 
to commissions which apply to age 60. 

In addition Mr. April noted that 
Group commissions have been increased 
and now medical limits have been raised 
from a maximum of $5,000 for all ages 
to a $10,000 maximum with amounts 
graded down according to ages. Age 
limits have been expanded from a limit 
of age 40 to age 45. 

Looking ahead to 1958, Mr. April said 
that additional new policies will include 
a family plan. He painted a bright big 
picture for life insurance producers who 
have a sincere enthusiasm for their 
business and who see in this “big pic- 
ture” security for their clients, their 
families, and the agent’s stake through 


premium dollars, available for invest- 
ment in the present and future of the 
country. “Each day live a rededication 
to your business through performance 
and enthusiasm,” Mr. April urged. 


Vidaver on “Selling Fundamentals” 


Next speaker was Sidney J. Vidaver 
of Lakewood, N. J., state general agent 
for Eastern Life in New Jersey, who has 
lectured extensively on life insurance, 
money management and _ agricultural 
economics. Mr. Vidaver also conducted 
an open forum on “Overcoming Objec- 
tions” later in the program. 

His sizeup of the three fundamentals 
of selling, succinctly expressed, was that 
there are three P’s. The first is product 
knowledge, the second is prospect un- 
derstanding and the third is personality 
of the agent. He said the first two 
fundamentals are a team. “To know the 
first (product knowledge) without the 
second (prospect understanding) is to 
be a professor of your product—merely 
academic, but useless in business. To 
know the second without the first is 
to be sterile because no one can sell 
something he knows nothing about no 
matter how good a salesman he may be.” 

As to personality, Mr. Vidaver felt 
that people take it too much for granted 
and are too complacent about it. He 
called it one of the most important fac- 
tors in the success of sales-minded peo- 
ple. It has a lot to do with creating a 
favorable first impression. Enumerating 
the factors which make for this first 
impression, he pointed to appearance, a 
pleasing speaking voice, and an air of 
physical and mental vigor, alertness and 
self-confidence. 

The speaker urged that each agent 
improve his personal effectiveness “be- 
cause we are now moving into a period 
of hard selling. Thus, it is necessary for 
all of us to re-examine ourselves and 
find means for self-improvement. In so 
doing, the third ‘P’ will be a significant 
means to meeting prospects favorably 
and to improving the production of new 
business.” 


Jack Yarin’s Talk Makes a Hit 


As a guest speaker at the gathering, 
Jack D. Yarin, 24-year-old son of East- 
ern Life’s vice president, made a hit in 
speaking on “Deferred Compensation.” 
In introducing him Mr. April said that 
Mr. Yarin despite his youth had already 
attained distinction in life ‘insurance 
selling. A graduate of University of 
Pennsylvania’s Wharton School in 1954, 
he taught life insurance there for a year 
(1955-56) and has completed the five 
parts required for CLU designation. 

Jacke Yarin opened his talk by saying 
that despite such ideas as the split dol- 
lar, business purchase agreements, pen- 
sion trusts and the like, the vast market 
for “getting the corporate dollar” has 
still hardly been tapped. Focusing atten- 
tion on the corporate executive who he 
described as “the forgotten man,” Mr. 
Yarin said he is one whose standard of 
living percentage-wise has increased the 
least in the last two decades. “An ex- 
ecutive who earned $20,000 in 1940 must 
earn $61,000 today—just to stay even,” 
he remarked. 

Naturally the executive in large salary 
bracket must have security for himself 
and for his family. A salary increase of 
$3,000 to $4,000 is not a tremendously 
strong incentive to hold him in a com- 
pany’s employ. Group life insurance 
helps, but except in a few cases, it is 
woefully inadequate. A company pension 
plan is a step in the right direction but 
again, benefits are usually too inade- 
quate in Mr. Yarin’s opinion. The split 
dollar idea is one means of giving 
greater death benefits. However, a de- 
ferred compensation plan may be the 
better answer. The speaker then said: 

“Executive severance contracts should 
be designed to accomplish two purposes: 
First, to the corporation—it is essential 
that it influence management to remain 
in its employ during productive years, 
and also protect itself against possible 
competition from key men should their 
employment be severed for any reason. 

“Second, to the executive—it is essen- 
tial that in the event of severance due 
to death, disability or retirement—fac- 








Regional Superintendent 
For Colonial in Philadelphia 


GERALD W. McEWEN 


Appointment of Gerald W. McEwen 
as regional superintendent of Colonial 
Life, East Orange, N. J., was announced 
by Eric G. Johnson, vice president. Mr. 
McEwen will be responsible for the de- 
velopment of life insurance sales in the 
eastern Pennsylvania area. He will be 
located in the Philadelphia office of 
Chubb & Son in the Public Ledger 
Building. 

Mr. McEwen’s life insurance experi- 
ence embraces several years as a solicit- 
ing agent and agency supervisor and 
later with Colonial as general agent and 
in the home office agency department. 





tors over which he has little or no 
control—he should have some financial 
protection and security in the form of 
payments from his corporation. 

“The mechanics of a plan to accom- 
plish these objectives are quite simple. 
The corporation enters into an agree- 
ment with each executive providing that 
upon retirement he will receive certain 
amounts—provided he remains with the 
corporation until retirement and that he 
does not compete with it thereafter. An 
additional condition may be imposed, 
namely that he serve in an advisory 
capacity whenever reasonably requested. 
In effect, the executive bargains away 
his right to work for competing firms 
in return for the future security he needs 
and wants. Then, in the event of pre- 
mature death, his widow would receive 
certain benefits. 


Has Tremendous Tax Advantage 


“To the executive in a high personal 
tax bracket, this type of agreement has 
a tremendous tax advantage. Since the 
executive may never receive anything, 
due to the possibility of forfeiture by 
his failure to comply with the terms of 
the agreement, the amounts to be re- 
ceived are not taxed to him until actu- 
ally received, when presumably he is in 
a lower tax bracket. 

“As to funding this contract, it is 
noteworthy that there are two mor- 
tality contingencies involved. First, 
should he die while in the firm’s em- 
ploy, there are death payments to be 
made. Second, after his retirement, ben- 
efits are payable for life, thus involving 
the annuity principle only, Life insur- 
ance companies are equipped to under- 
write both of these risks.” 

Mr. Yarin emphasized the importance 
of having the policies owned and con- 
trolled by the corporation, with the 
employe having no rights or interest 
in the insurance. “Life insurance is 
merely the means by which the corpo- 
ration funds its obligation, and the in- 
sured has no ownership rights whatso- 
ever.” He then presented the tax situ- 
ation as follows: 

“To the executive—No income taxes are levied 


(Continued on Page 29) 
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JOHN E. CRANE 


The election of George N. Emory to 
vice president and John E. Crane to 
financial vice president of Home Life, 
New York, was announced by William 
P. Worthington, president. 

Mr. Emory, financial vice president 
since 1940, joined Home Life in 1936 as 
financial secretary. He was elected to 





ADDRESSES L. I. BRANCH 





William Harmelin Tells Members Ad- 
vantages of Prepayment With 
Life Application 
William Harmelin of the Harmelin 
agency, Continental Assurance, New 
York, last week addressed the members 
of the Long Island Branch of the Life 
Underwriters Association of the City of 
New York and took for his topic “Cash 
on the Line.” Mr. Harmelin, who said 
that he will never accept a life applica- 
tion without some kind of prepayment, 
outlined the reasons why he has adopted 
this philosophy. He urged his audience 
to adopt the “good habit of C.O.L., versus 

the bad habit of C.0.D 

Mr. Harmelin called attention to a 
study made by the Life Insurance 
Agency Management Association which 
showed a direct relationship between 
persistency of business and prepayment 
with life applications. When the ad- 
vance payment is over $100, the expected 
persistency is at least 93%. There is a 
much lower expected persistency on ap- 
plications submitted with no advance 
payment. “Based upon this alone,” he 
continued, “if you get into the habit of 
collecting $100 or more at the time you 
make your sale, you will meet the per- 
sistency requirement to qualify for the 
National Quality Award. 

“Cash with the apps tends to eliminate 
competition. Once’a prospect has parted 
with some of his money, he is reluctant 
to discuss the fact that he is purchasing 
insurance with another agent. If the 
policy comes through on a substandard 
basis, it is much easier to collect the 
balance of the premium instead of an 
entire premium, The out-of-pocket money 
is less than if there had been no pre- 
payment. This provides an assist in 
delivering the rated contract. 

“Also,” Mr. Harmelin said, “if the 
case is delayed for some reason, you 
have the satisfaction of knowing that 
the applicant is still a buyer even if it 
has to take 30 to 60 days to get all the 
forms completed and the medical or 
inspection data in to justify issuance.’ 

Mr. Harmelin believes also that pre- 
payment sets the stage for the sale of 
additional insurance. “When you deliver 
a prepaid policy to your client,” he said, 
“and no further payment is needed, the 
time is opportune to place an additional 
policy.” 


Pach Bros., N. Y. 
GEORGE N. EMORY 


the board in 1949. 

Mr. Crane, who has been an invest- 
ment officer with the Northwestern Mu- 
tual Life, will be in charge of Home 
Life’s investment activities. At North- 
western Mutual he specialized in indus- 
trial securities. 


Shenandoah Life Concludes 
Branch Managers Meeting 


A meeting attended by all 
managers of Shenandoah Life was held 
at the company’s home office building in 
Roanoke. The meeting was given over to 
a full description and discussion of the 
company’s recently announced five year 
expansion program. Sales goals for each 
branch office of the company for each 
of the next five years were assigned, 
manpower requirements were explained 
and new services to be offered by 
Shenandoah Life were announced. 

joint meeting of all home office 
employes and managers opened the 
three-day session. The joint meeting was 
highlighted by an announcement by 
Blake T. Newton, Jr., president of the 
company, that Shenandoah Life’s sales 
of new life insurance in 1957 have e passed 
the total sales for the entire year of 
1956. 

The meeting ended with a meeting of 
the field advisory committee of the com- 
pany.- R. lement, manager, and 
Millard Trussell, field underwriter, of 
the company’s branch office in Roanoke 
are members of the committee. 


branch 
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Prudential Leases Tower 


Floor at 123 Wm. St., N. Y. 


The Prudential Insurance Co. of 
America has leased for its Manhattan 
agency offices (Thomas W. Melham, 
manager) the major portion of the 24th 
tower floor in the new 26-story fully air- 
conditioned office structure now com- 
pleted by Diesel Construction Co. for 
Ivor B. Clark and Erwin S. Wolfson, 
owners, at 123 William Street, New York. 

The long term lease, involving 6,036 
square feet, represents nearly twice the 


amount of space The Prudential now 
occupies for its Manhattan offices at 
161 William Street. 


Promote H. Van B. Cleveland 


H. van B. Cleveland has been ap- 
pointed associate counsel in John Han- 
cock’s law department. Joining that 
company in 1956 he has been executive 
assistant with special assignments in 
agency and market research. A gradu- 
ate of Phillips Academy, Andover, he 
got a B.A. degree, summa cum laude 
from Harvard College in 1938 and also a 
Bachelor of Laws degree, magna cum 


laude, from Harvard Law School in 
1942. Before joining John Hancock he 
was assistant director of research of 


Committee for Economic Development 
and preceding that was Deputy Di- 
rector of the committee’s European pro- 
gram division. 








PROTECTION. 


talization, (Individual or Family). 


MORGAN O. DOOLITTLE, 
President 





Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, Hospi- 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 























NOW! 
$20,000 to 
$40,000 


of Group Life Insurance for 


firms with 10 lives or more 
Non-Medical 











WHITE & 
WINSTON 


INC. 


New York 17, N.Y 
>: MUrray Hill 2-7811 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 





Hancock Dividend Scales 


The board of 
Hancock has voted to continue 
the several scales of 
ment dividends 
classes of Ordinary 
and retirement annuity contracts during 
1957. In addition, 
zation applying chiefly to policies which 
provisions for 


directors of the John 
for 1958 
annual and settle- 
which applied to all 
insurance policies 


an important liberali- 


include supplementary 
family income and level term insurance 
has been voted. 

Making available for the 
in 1958 additional dividends 
icies which include Term insurance sup- 
plements, the board’s action reflects the 
current accrual of margins under 
supplements, resulting from recent 
orable mortality experience, although 
the premiums therefor were originally 
adopted at minimum guaranteed levels. 
These additional dividends will in most 
instances commence after the supple- 
ments have been in force for two or 
three years. In the case of policies is- 
sued prior to September 1, 1947, cor- 
responding additional dividends will be 
paid under family income and mortgage 
redemption policies as well as policies 
which include Term insurance supple- 
ments. In the latter case the additional 
dividends will be payable during the 
premium-payment period of the supple 
ment. : 

The directors further voted to con- 
tinue in 1958 the scales of annual and 
settlement dividends which have been 
in effect this year with respect to week- 
ly premium and monthly premium indus- 
trial policies. 

Also, the action of the board will 
initiate in 1958 a new program of mor- 
tuary and surrender dividends for weekly 
premium and monthly premium indus- 
trial policies which became fully paid- 
up prior to the year of their termination. 


time 
under pol- 


first 


such 
fav- 
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SENSATIONAL SUCCESS OF THE 
FAMILY POLICY 
The Family Policy, combining protec- 


tion for all members of the family un- 


der a single contract, has proven one 


of the most revolutionary marketing de- 
velopments in life insurance history. By 
year-end, it will have been purchased by 
over a million American families, 
to the 

many b 


we.l 


according Institute of Life Insur- 


ance, with illions of insurance 
protection thus set up. 


With an 


over $8,000, 


average Family Policy of 


covering an average of about 
four members in each family, this means 


that millions of individuals are included 


in these new plans. The Family Policy 
is now being written by more than 60 
life isurance companies, including most 
of the larger companies. More than 


100 companies are expected to be writing 
Currently, 
reporting that a 
Ordinary life 
family 
half of the 


it by the end of the year. 
companies are 


their 


many 
high 


insurance 


percentage of 
sold is on the plan. 


ln some companies nearly 


new business is on this plan. 

There has never been such a _ public 
response to a new form of life insurance 
as has been experienced in marketing 
the Fa The possibility of 


purchasing 


mily Policy. 


under a single contract, a 


pan whereby every member of the 


usehold can be insured, has resulted 


ecord purchases in a fraction of the 


til w plans have taken in the past. 
M mpanies have developed spe- 
cial fe in their Family Plan but 
the avera; licy provides a whole life 
plan on the 1 of the household with 


convertible te: rranged for the wife 


and _ children. policy is generally 


available to husba between the 


of 18 and 50 and the wife 


ages 
must usually 
be between 12 years younger and 7 
Children are c 


years older. mmonly eli- 


gible from the ages of 15 to 18 


Most 


gardless of the 





years policies cost the same re- 


number of children in 
the family and unborn children are in- 
cluded and automatically covered, usually 


15 days following birth. 

Purchases usually can be made in 
units of $5,000, $7,500, $10,000, $12,500, 
$15,000 on the life of the father, 


dependent 


with 


insurance on_ each about 


one-fifth of the unit bought. The policy 


premium is usually based on the age 


of the breadwinner and the amount pur- 
chased. 

The sensational success of the Family 
that it 
when larger 


Policy is attributed to the fact 


meets a need of the times 


families are the rule rather than the 
exception and demonstrates that there 
are always opportunities for new cov- 


erages that fit needs. 


Lawrence G. Knecht of Cleveland and 
Charles B. McCaffrey of Milwaukee 
were speakers at the 1957 annual eco- 
nomic conference of Chicago Chapter, 
American Society of Chartered Life 
Underwriters held recently. Mr. Knecht 
is special counsel to the trust companies 
of Ohio and is operator of Powers Sys- 
tem of Estate Analysis. Mr. McCaffrey, 
formerly an executive of Northwestern 
Mutual Life, is a partner in Seefurth, 
McGivern and McCaffrey of Milwau- 
kee and Chicago, insurance consultants 
and insurance producers. 


oe ae 


Honor Louis W. Dawson 





Whitestone Photo 


Louis W. Dawson (left), 
Mutual of New York, 
for his leadership as co-chairman of the 
1957 New York March of Dimes. Mr. 
Dawson is shown a plaque, 
service, 
general chairman 


president of 


receiving 
given in appreciation for his 
from Harris A. Dunn, 
of the 1957 March of Dimes. 

approval is Roy W. Moore, Sr., 
the 1958 New 


Jeaming 
general 
drive. 


chairman of York 





was cited recently * 








New president of LIAMA, Frank B. Maher, John Hancock vice president, and four 


new directors elected at Chicago convention this month are shown in accompanying 


picture. Reading left to right on 


bottom row are Ben F. Hadley, vice president, 


Columbus Mutual Life; Mr. Maher; Raymond C. Johnson, vice president, New York 


Life. 


Standing are Glen J. Spahn, second vice president, Metropolitan Life, and 


Rufus Fort, Jr., vice president, National Life & Accident. 





L. K. Giffin, president, Southern Ma- 
rine & Aviation Underwriters, Inc., 
New Orleans, will be one of the speak- 
ers at the “Institute on Offshore Drill- 
ing Operations” sponsored by the School 
of Law of the University of Texas at 
Houston on December 6 and 7. Sessions 
will be held at the Rice Hotel. Mr. 
Giffin will discuss “Comparative Analy- 
sis of Available Hull Policies on Float- 
ing Rigs.” He is a native of Superior, 
Wisconsin and attended the University 
of Michigan. 

* x 


Carrol M. Shanks as president of The 
Prudential, received the award pennant 
given by the Department of Defense for 
the company’s “outstanding cooperation 
with the reserve program of the Armed 
Forces.” Presentation was made by 
Lt. Gen. B. M. Bryan, commanding 
general of First United States Army 
and Col. Marvin J. Coyle, chief of U.S. 
Army Military District, New Jersey. 

“ee 


Beecher A. Howe, who has operated 
his own insurance agency in Glens Falls, 
N. Y., for many years, has been named 
chairman of the 1957 campaign of the 
Glens Falls Chapter of the Muscular 
Dystrophy Association of America. The 
drive is being conducted this week in 
three up-state counties. Mr. Howe also 
headed the campaign last year. 

‘ * &* 


O. Kelley Anderson, president of New 
England Life, has been elected to the 
board of the U nited Fruit Co. in Boston. 
He is director of many other industrial 
and financial companies, a trustee of 
Wellesley College and Boston University 
and of the Deaconess Hospital in Bos- 
ton, Campaign Chairman for Greater 
3oston’s first United Fund, a director 
or trustee of numerous other civic and 
charitable organizations, and a Fellow 
of the American Academy of Arts and 
Sciences. He is a director and member 
of the executive committee of the Insti- 
tute of Life Insurance, chairman of the 
budget committee of the Life Insurance 
Association of America, and a member 
of the insurance committee of President 
Eisenhower’s People-to-People Program. 

ia Sa 

John L. Comstock has rejoined the 
American Insurance Group and has been 
named special agent at Syracuse, N. Y. 
Mr. Comstock is a graduate of South 








Glens Falls High School and Middlebury 
College. He was a captain in the Marine 
Corps, and after service entered the 
insurance business with the American 
in 1947, He is a graduate of the Amer- 
ican’s advanced multiple line training 
class and has had field experience in 
western Missouri and eastern New York. 


* oe * 


Howard W. Brown, underwriting sec- 
retary, Mutual Life Assurance Co. of 
Canada, has been elected president of 
Canadian Home Office Life Underwrit- 
ers Association. He succeeds J. D. 
Riddle, underwriting executive of Ex- 
celsior Life. Bert Hutchon, Crown Life, 
was appointed secretary succeeding 
Grace Boes, North American Life Assur- 
ance Co. Representatives of Canadian 
and United States companies met to dis- 
cuss latest trends in assessing applica- 
tions for life insurance. 


ALBERT H. 


CURTIS, II 


Albert H. Curtis, II, CLU, director of 
training, New England Life, has been 
elected vice president and chairman of 
executive committee, New England Bap- 
tist Hospital in Boston. 
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French Aircraft Industry 


The French aircraft industry has be- 
come the source of some of the most 


interesting and advanced flying any- 
where in the world today. A few of its 
passenger carrying planes now in pro- 


duction are these: 

Sud-Aviation’s “Caravelle” which has 
a cruising speed of 480 miles per hour. 
Air France has a dozen of these planes 
on order and another dozen on option. 
Scandinavian Airlines (S.A.S.) signed a 
contract for six to be delivered in 1959. 

sreguet :S 763 “Provence” double deck- 
er is claimed in France to be the first 
commercial plane officially allowed to 
carry more than 100 passengers. Twelve 
of these planes put in service by Air 
France on its Mediterranean lines be- 
tween 1951-56 had carried 1,850,000 pas- 
sngers a total of 12 million miles by the 
end of 1956. 

Morane-Saulnier’s M.S. 760 “Paris” is 
claimed to be the world’s only four- 


seater, twin-jet plane for civilian trans- 
port with a speed of more than 400 
mph. In addition to orders placed by 


French Air Force and French Navy the 
license for its local production has been 
bought by Argentina. Beech Aircraft 
Co. of United States is considering buy- 
ing the right to make and market it 
in America. Among its private custom- 
ers to date: The Shah of Iran. 

Breguet’s 950 is a prototype medium 
transport operating on a blown wing 
principle. The United States is paying 
half the cost of its development. 

Then, there are the gliders and heli- 
copters. Breguet’s 901 S, a high per- 
formance glider in assembly line produc- 
tion, won the World’s Championship in 
1954 and 1956. 

Sud-Aviation’s S.E. 3130 “Alouette” is 
claimed by France to be the first tur- 
bine- powered helicopter with mechanical 
starting to be assembly line produced. 
In 1955 it set a world altitude record 
for helicopters of 27,258 feet. 

Sud-Aviation’s $.O, 1221 “Djinn,” claims 
to be the first jet helicopter to be put 
into production anywhere in the world. 
It is a light two-seater for both military 
and civilian use. This year it set the 
new altitude record for helicopters of 
27,570 feet. The U.S. Armed Forces 
has bought three “Djinn” helicopters 
for immediate delivery. 

A number of French fighting planes 
are attracting considerable attention. 
Sud-Aviation’s S.E. 5003 “Baroudeaur” 
is claimed to be the world’s only tran- 
sonic fighter that does not need a pre- 
pared airstrip for landings and take- offs. 
Air Fouga’s C.M.170R “Magister” is a 
light two-seater jet trainer claimed to be 
the only training plane in the world 
which, after 165 hours flying time, al- 
lows a trainee pilot to graduate directly 
to a single seater fighting plane without 
an intermediate training period on a 
two-seater jet plane. It is to be assem- 
bly-lined produced and the Grauman 
Co. is considering buying its manufac- 
turing license for the United States. 


Sud-Aviation’s S.0.9000 “Trident” is 














a supersonic bomber interceptor alleged 
in France to be the world’s first plane 
(1955) to use a combination of rockets 
as its principal motor and reactors as 
auxiliary motors, 


Claiming France to be a cradle of avi- 
ation the magazine France Actuelle pub- 
lished by a _ private association of 
French businessmen and aimed to in- 
terest Americans in French industry and 
other activities has this to say about 
balloons and aircraft developments: 

“The first practical balloon was in- 
vented by the brothers Joseph and 
Etienne Montgolfier who the last half 
of the Eighteenth Century were paper 
bag manufacturers near Lyons, France. 

“The bag made its first publicly wit- 
nessed ascension on June 5, 1783. In- 
flated with smoke from a fire placed 
under the linen bag, the balloon rose to 
a great height and, after ten minutes, 
descended one and a-half miles away. 

“A subscription to repeat the Mont- 
golfier experiment was launched by Bar- 
thelemy Faujus de Saint-Fond. Con- 
struction of the new balloon was di- 
rected by famed physicist Jacques- 
Alexandre Charles (1746-1823), who 
made the revolutionary proposal that a 
silk bag (varnished with a solution of 
elastic gum) be filled with hydrogen 
gas. Despite a drenching rain, on July 
27, 1783, at Paris’ Champ de Mars, the 
liberated balloon rose rapidly to about 
3,000 feet, stayed aloft for 45 minutes, 
and came down 15 miles away—there so 
frightening the peasants in the field 
that they tore it to bits. 

“The first man to ascend in a balloon 
was Jean-Francois Pilatre de Rozier 
(1756-1785), native of Metz who had 
been appointed superintendent of Louis 
XVI's natural history collection. On Oc- 
taber 15, 1783 and the days following, 
he made several ascensions in a captive 
fire balloon. On November 21, 1783, he 
and the Marquis d’Arlandes made the 
first ascension in a free fire balloon, and 
floated in it for about 25 minutes over 


Paris. 
“Ten days later, Jacques-Alexandre 
Charles rose from Paris in one of his 


hydrogen-inflated balloons, and traveled 
to Nestle in two hours. 

“Charles, incidentally, receives unques- 
tioned credit in the world for inventing 
all features of the modern balloon as 
now used—the valve at the top, suspen- 
sion of the car from a hoop attached 
to the balloon as netting, etc. 

“The first balloon voyage across the 
English Channel was accomplished by 
Francois Blanchard (1753-1809), inven- 
tor of the parachute, and an American 
physician, Dr. J. Jeffries. On January 7, 
1785, they floated from Dover to the 
French forest of Guines.” 

Commenting on airships France Actu- 
elle says: “It was French mechanic 
Frederic Sauvage (1786-1857) who in- 
vented the screw propellor. And in 1851 
engineer Henri Giffard (1852-1882), the 
inventor of the steam injector, developed 
the world’s first aeronautical engine. 
Steam powered, it drove an 11-foot pro- 





pellor at 110 rpm, and enabled Giffard 
to make the very first controlled flight 
in the air. On September 4, 1852, he 
piloted his 144 foot long, hydrogen-filled 
airship from Paris to Trappes at an 
average speed of six mph. The Ency- 
clopaedia Britannica calls it an ‘epochal 
flight.’ 

“The original electrically powered air- 
ship was built by brothers Albert and 
Gaston Tissandier (1843-1899). They 
made their initial flight in it on Oc- 
tober 8, 1883. 

“The first airship with sufficient con- 
trol to return and land at its ascension 
point was the electrically powered (8 
h.p. motor) ‘La France,’ with an en- 
velope of Chinese silk and a car of 
bamboo Ueie work. Piloted by its 
builders, Charles Renard (1847- 1905) and 
At Krebs, this French airship in its 
inaugural trial on August 9, 1884, com- 
pleted a circular flight of about five 
miles at Chalais-Meudon.” 


x * * 


Harold F. Gee’s ‘Fieldman’s Guide” 
Another of His Popular Volumes 


One of the most successful authors of 
practical guides in the fire and casualty 
insurance fields is Harold F. ies second 
vice president of the Loyalty Group at 
the home office in Newark, N. J., where 
he is in charge of production for the 
Eastern territory. The second printing 
of his new “Fieldman’s Guide,” pub- 
lished by The Rough Notes Co. of In- 
dianapolis, was practically sold out 60 
days after the book appeared. Others of 
Mr. Gee’s books which have had tre- 
mendous distribution, svcheait “Agent’s 
Automobile Guide,” “Agent’s Bonding 
Guide,” “Agent’s Casualty Guide” and 
the “3-D Primer.” Within a week another 
book, “Broad Form Crime Primer,” will 
be issued, obtainable here from Rough 
Notes Co., at 116 John St. 

When asked to write this book Mr. 
Gee said, “A fieldman’s job has so many 
ramifications it would be hard to put 
them down in a book, His job is to 
know all about the things you don’t find 
in books. But, if it was done prop>rly, 
it would be a wonderful tool for both 
the new fieldman and the fieldman of 
years of experience.’ 

The publishers feel the author has 
covered the problem well. He did not 
get his material out of books. He got it 
out of personal contact with agents and 
home office men while serving as special 
agent and branch manager in more than 
half of the states of the Union. Begin- 
ning as a_ specialist in fidelity and 
surety, Mr. Gee branched out into the 
general casualty lines, and eventually 
handled all fire and casualty lines for 
several years as branch manager. He is 
now helping fieldmen over rough spots, 
and training men who would like to 
become fieldmen. 

Mr. Gee sees the fieldman’s problems 
from both sides—that of the fieldman 
and that of the company. He points 
out that the fieldman is so constantly 
exposed to the agent’s point of view, 
and by comparison, so rarely exposed to 
the company’s point of view, that “it is 
no wonder that fieldmen, the mis- 
sionaries of the insurance business, some- 
themselves 


times go native and find 
believing the company is all wrong and 
the agent is all right.” 

The book recognizes that one can- 


not always assign the new fieldman to 
work under an older man who will take 
an interest in him, train him, educate 
him and discipline him. One must, on 
occasion, assign the new man to work 
with a first class fieldman who can do 
the job himself but who cannot tell any- 
one else how to do it. That’s where the 
“Fieldman’s Guide” is designed to help 
both men. 

The book explains the agency sys- 
tem, the branch office and general agency 
system. It tells what the fieldman’s ob- 
jectives should be and what things a 
fieldman must do to’ accomplish those 
objectives. It tells the fieldman how to 
develop business from his existing 
agency plant. 

There is an especially detailed chapter 
on the’ recruitment of agencies : 
quantity and quality—where to appoint 


new agents—why an agent wants to rep- 
resent your company—how to canvass 
prospective agents—what the agent wants 
to know about you—commission prob- 
lems—underwriting attitudes—how to 
complete agency appointment reports— 
production from new agents. 


There is a chapter on the use of a 
fieldman’s time; another one on col- 
lecting agents’ balances, and one in 


which Mr. Gee shows step by step how 
a fieldman should submit an involved 
line of insurance to his supervising or 
home office. The writing is bright, easy 
to read and understand, and the book 
contains many anecdotes to illustrate 
the advice Mr. Gee gives. 


* * * 


A Texas Xmas Party Talk 


As the 1957 Christmas season ap- 
proaches the Rominger Agency of Dal- 
las, Tex., has mailed to newspapers an 
interpretation of the meaning of ae 
mas which was given in a talk by B. 
Campbell of Fort Worth, Tex., at Ak 
company’s 1956 Christmas office party. 
Extracts from that talk follow: 


In thinking about our Christmas party, 
it has occurred to me that Christmas 
—the celebration of the birth of Christ 
—should have a special meaning to all 


of us in the insurance industry. With 
the birth of Christ, God created the 
greatest insurance program this world 


has ever known. 
Christ was born to insure 
life for all the people of the world. 
Therefore, I state that this created a 
group insurance program that has con- 
tinued for one-thousand-nine-hundred 
and fifty-six years. 

This policy, by the birth of Christ, 
was issued on December 25, one-thou- 
sand-nine-hundred and fifty-six vears 
ago in the town of Bethlehem, state of 
Palestine, and God’s agents who issued 
the policy were Mary and Joseph. The 
insured can be you and me. The sex, 
age, creed, color and occupation of the 
insured is strict! y immaterial. The policy 
period is life everlasting. The policy 
coverage indemnifies against a life of 
worry, fear and adversities. The bene- 
ficiaries on this policy are the Children 
of God whom He has created in His 
own image. The premium was paid by 
God Himself in the form of His only 
Son for the Bible states that we are 
not our own but bought with a price. 
This policy has no exceptions but does 
contain conditions embodied in the Ten 
Commandments and in the belief in God 
and His Son, Jesus Christ, the violation 
of which renders the policy null and 
void and subject to cancellation without 
notice. There are laws interpreting this 
policy y—the Law of God and the dictates 
of man’s own conscience. 

There is no reinsurance on this policy. 
This policy even has a ratio—the 
percentage of the loss ratio being un- 
known to man. 

I do not intend to state or leave the 
pe store that we in ead insurance in- 
dustry are in a select group in the eyes 
of God, but I am merely attempting 
to call to your attention that we should 
have a special understanding of the 
meaning of Christmas. 


We are taught that 
an everlasting 


loss 


* * * 


Film Insurance Outfit 


At the 
Insurance 


business meeting of 
Productions, Ine, in 
Hollywood, Martin Hersh was elected 
chairman of board; Charles B. Brown, 
formerly vice president of Bing Crosby 
Enterprises, was elected president; Mar- 
= Ross, executive vice president, and 

Ed H. Leftwich, vice president in charge 
of production. 

The Insurance Production company 
has moved into new offices at Family 
Films’ Key West Studios located at 5823 
Santa Monica Boulevard, Hollywood. 

The new company will specialize in 
film production for the insurance indus- 
try, such as sales training, institutional 
public relations and television programs. 

The company will also produce tele- 
vision commercials, programs and sales 


monthly 
Film 


training films for other fields as well. 
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Mills Succeeds Truscott As Head Of 
Camden; Chegwidden Exec. V. P. 


Barry Truscott, president of the Cam- 
den Fire Insurance Association of Cam- 
den, N. J. has resigned as president 
for reasons of health. He will continue 
in an advisory capacity and as a director. 
Allen M. Mills was elected president at 
the November 15 meeting of the board 
of directors. F. Harman Chegwidden 
was elected executive vice president and 
continues as treasurer and chairman of 
the finance committee. 

Mr. Mills graduated from the Univer- 
sity of Pennsylvania and has had his 
entire insurance career with the Camden. 
He was elected a vice president in 1949, 


bret hwy 
enbin d 





F. HARMAN CHEGWIDDEN 


a director in 1950, and has been execu- 
tive vice president since 1955. 

Mr. Chegwidden also was educated at 
the University of Pennsylvania, and was 
in the first class to receive the Char- 
tered Property and Casualty Under- 
writer designation; is past president of 
the National Society of Chartered Prop- 





AFIA Opens Office in 


Tasmania; Knowles Mgr. 
the American Foreign Insurance As- 
ciation has expanded its operations in 

Commonwealth of Australia by 











opening a branch office in Launceston, 
in t state of Tasmania, which is 
know1 the “apple isle’ and is one 
of the richest fruit-producing areas in 
the world. 

An island state at the southern ex- 
tremity of the wheat, wool and cattle 
continent, Tasmania’s local insurance 
community of Australian and British 


companies has thus been joined by the 
Hartford Fire, the first American com- 
pany to enter Tasmania. 





D. K. Knowles has been appointed 
manager of the branch, which is under 
the supervision of AFIA’s Australian 


control office in Syndey. 


Chas. E. Rollins Dies 
Charles E. Rollins, Jr., of Chicago, 
founder of Rollins Burdick Hunter Co., 
insurance brokers, died November 24 at 
the age of 82. He was born in Philadel- 
phia and founded the firm in 1901. He 
had been a director since his retirement. 





ALLEN M. MILLS 


erty and Casualty Underwriters; treas- 
urer of the American Institute for Prop- 
erty and Liability Underwriters, Inc., 
and the Insurance Institute of America, 
Inc. He has been with the Camden 
since 1931; was elected treasurer in 
1948; vice president and treasurer in 
1949, a director in 1950, and has been 
chairman of the finance committee since 
1955. 

Mr. Truscott was born May 21, 1895, 
in Camden and educated at William 
Penn Charter School, Philadelphia. He 
joined the Camden in 1912 and became 
president in January, 1948. 


Re-elect Kratovil Head 


Insurance Clearing House 


At the twelfth annual meeting of the 
American Marine Insurance Clearing 
House in New York City, Emil A. Kra- 
tovil was re-elected chairman. Mr. 
Kratovil is president of Carpinter and 
Baker. Leslie A. Ward was re-elected 
vice chairman; W. H. Curwen, treasurer ; 
Edward R. King, secretary, and Carroll 


TO WRITE TITLE RISKS ONLY 





American Title and Insurance Reinsur- 
ing Fire and Casualty Risks in 
Reliable of Dayton 

John W. Lamble, president of the 
American Title and Insurance Co., of 
Miami, Fla. announces that it is the 
intention of that company to confine its 
future insurance writing to title insur- 
ance only. 

The fire and casualty portfolio of 
American Title will be reinsured in its 
wholly-owned subsidiary, Reliable In- 
surance Co. of Dayton, Ohio. Reliable 
will, in turn, effect retrocession to other 
members of the American Equity Insur- 
ance group, specifically Equity General; 
U. S. branch of Swiss National Insur- 
ance Co., and U. S. branch of Baloise 
Fire. The balance, if any, will be retro- 
ceded to other domestic carriers. 


“This plan has long been undér con- 
sideration,” said Mr. Lamble. “It was in 
anticipation of this step that American 
Title purchased 100% of the outstanding 
stock of the Reliable in 1955. 

“The action was deemed advisable be- 
cause certain states will not permit the 
licensing of a company for title insur- 
ance, as well as fire and casualty insur- 
ance.” 

Mr. Lamble said surplus to policyhold- 
ers of Reliable will be increased by 
approximately $1,000,000 


Educational Meetings 
Of AMA at Saranac 


Some 4,000 business executives from 
all parts of this country and Canada are 
expected to attend nearly 100 different 
educational meetings to be conducted 
during the current fiscal year by the 
American Management Association at 
its new academy at Saranac Lake, N. Y. 
The expanded program now planned for 
the association’s Adirondack training 
center will include continuing courses 
in five different aspects of management 
and a number of small-group seminars 
on specialized management problems. 

The 90-acre A. M.A. Academy opened 
with a branch of the association’s man- 
agement course, a four-week program of 
instruction in the principles, skills, and 
tools of management. This course, al- 
ready in operation on a continuing basis 
in New York, will be in session for 33 
weeks at Saranac Lake during the cur- 
rent fiscal year. 


Cobleigh In New Post 


Ray L. Cobleigh, manager automobile 
division, Eastern department, General 
Adjustment Bureau, New York City, 
has resigned to become manager of in- 
surance sales of Motor’s Crash Book 


Service of New York. Clifford S. Bailey 























W. Dawson, assistant secretary. is publisher. 
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New Hampshire Reports 
For First Nine Months 


PREMIUMS AND ASSETS HIGHER 





Ratio of Losses and Expenses to Pre- 
miums Just Under 100%; Underwrit- 
ing Loss; Surplus Declines 





The New Hampshire Fire Group re- 
ports that, for the first nine months of 
1957, net premiums written of $27,902,407, 
an increase of $2,6) 82,124 or 10.6% over 
the corresponding nine months of 19 
resulted in a profit of $1,205,138 after 
incurred losses and expenses aggregating 
$26,697,269, and before allowance for an 
addition of $1,992,425 to the unearned 
premium reserve. The required unearned 
premium reserve adjustment created a 
net statutory underwriting loss of $787,- 
287. The ratio of losses to earned pre- 
miums and expenses to written premiums 
aggregated 99.9% compared to 103.3% 
for nine months in 1956. 

Net earned investment income of $1,- 
194,281 resulted in combined net earn- 
ings from underwriting and investments 
of $406,994, or $1.02 per share. After 
dividend payments of $600,000, depreci- 
ation in value of securities of $1,863,548, 
net capital gains, Federal income tax 
recoveries from prior years and other 
surplus adjustments, policyholders’ sur- 
plus was decreased by $1,530,320 to 
$21,549,824. 

Consolidated admitted assets of the 
group were $72,738,731 at September 30, 
1957, De: te to $71,739,354 at Decem- 
ber 31, 1956. 


Kentucky Agents Elect 
King as New President 


The Kentucky Association of Insur- 
ance Agents at the closing session of its 
6lst annual convention, at the Kentucky 
Hotel, Louisville, moved up Louis W. 
King, of Olive Hill, from first vice pres- 
ident, to president, succeeding J. R. 
Montgomery, of Springfield. Charles 
Chrisman, Pikeville, becomes first vice 
president; Charles Baugh, Mayfield, Ky., 
second vice president; and Walter R. 
McCord, Louisville, was reelected secre- 
tary-treasurer. 

Robert W. Lawton, Central City, con- 
tinues as national director. The national 
director is named by the incoming 
president. 

A resolution was adopted asking that 
the 1956 code calling for 50% counter 
signature, return to the 1950 code. 

Also that the State Insurance Schools, 
which held four sessions in 1957, under 
discretion of the Insurance Commis- 
sioner, be placed under legislative en- 
actment so that in the future it will be 
mandatory that such schools be held. 

Another resolution would prevent in- 
creases of municipal taxes in various 
sities and towns of the state, for muni- 
cipal use, not relating to insurance, but 
today made a part of the insurance pre- 
mium cost of such cities and towns. It 
is felt that high municipal taxes on 
insurance premiums for small town use 
are unfair and should be abolished. 


Iowa EC Rate Changes 


The Iowa Insurance Department has 
approved a $50 deductible policy for 
extended coverage and windstorm and 
hail policies in the state. On farm 
schedules the $50 deductible will be 
written on buildings and structures at 
a reduction from present rates without 
the $50 deductible, but on city dwellings 
the rates for full coverage have been 
increased. 

On city dwellings for extended cover- 
age without the $50 deductible the rates 
have been increased from 18¢ to 24¢ or 
a one-third increase. With the $50 de- 
ductible the rate is reduced to 16¢. For 
windstorm and hail, without the deduc- 
tible the rates have been increased 
from 28¢ to 30¢, while with the $50 
deductible the rates have been dropped 
to 22¢. 
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Deputy-at-Large for 
Blue Goose Grand Nest 





ALBIEZ 


GEORGE P. 


George P. Albiez, manager at New- 
ark, N. J., for the Pearl-Monarch 
Group, who has been appointed deputy 
most loyal grand gander at large for 
the Eastern region by the Grand Nest 
of the Honorable Order of the Blue 
Goose, International, has already served 
as a deputy or deputy-at-large on five 


previous occasions. He is one of the 
most active men in Blue Goose in the 
East and has headed both the New 
York City and the Garden State Ponds, 
being one of the founders of the lat- 
ter. He is also prominent as an insur- 


Jersey. 


ance executive in New 


Prosek Succeeds Harper 


In America Fore Group 

Harper J. Burns, assistant controller 
for all companies of the America Fore 
Insurance Group in the Pacific depart- 
ment, will retire January 1 after 45 
years service. Edward Prosek, formerly 
general cashier in the Pacific depart- 
ment, has been named assistant con- 
troller succeeding Mr. Burns. 

A native of Chicago, Harper J. Burns 
joined the Fidelity-Phenix Fire of the 
group in 1912 as a register clerk in the 
western survey department in Chicago. 
He transferred to the Pacific department 
in 1917, 

A native of San Francisco, Mr. Prosek 
has served more than 34 years with the 
America Fore Group. He joined the 
Continental in 1923 as bookkeeper. In 
1925 he transferred to the statistical 
department assuming charge of that de- 
partment in 1930. He transferred to the 
cashier’s department and was appointed 
general cashier in 1938. 





United Brokers’ Meeting 

United Insurance Brokers Association 
of New York members added a religious 
touch to their program when they as- 
sembled at the Church of the Master, 
Sunday for corporate Communion. Dr. 
J. H. Robinson, pastor and world trav- 
eler, paid tribute to the group for their 
efforts enlightening the general public 
upon fire prevention and spearheading 
the drive culminating in improved con- 
ditions in -placing lines of insurance 
emanating from the uptown New York 
City area. Charles Frost is president 
and Edward W. Hanson, secretary. 


SOBELSOHN COURSE 
The Sobelsohn School in New York 
announces that enrollment in its insur- 
ance course is proceeeding. This course 
qualifies for the New York State bro- 
kers’ and agents’ examinations. Classes 
begin Tuesday evening, December 10, 
and meet regularly on Tuesday, Thurs- 
day and Friday evenings thereafter un- 

til the examinations in March. 


Maine Insurance Co. | 
May Write Business 

STATUS CLARIFIED BY COURT 

Organized in October, 1955, But Delayed 


in Writing Business, Insurance 


Dept. Questioned Rights 








Maine Supreme Judicial Court Justice 
Walter M. Tapley, Jr. has ruled in 
favor of Maine Insurance Company, of 
which Burton M. Cross, former Gover- 
nor of Maine, is president. The com- 
pany was organized in October, 1955, 
but delayed in the writing of policies. 
Recently, George F. Mahoney, Maine 
Insurance Commissioner, wrote to Pres- 
ident Cross that, because of a provision 
in the Maine statutes requiring corpora- 
tions organized under the general laws 
to commence business within two years 
of the granting of its charter, he ques- 
tioned whether he had the authority to 
issue the usual certificate which would 
permit the company to issue policies. The 
question as pertaining to an insurance 
company of this type had never been 
decided in Maine. 

Following a conference several weeks 
ago between Robert D. Schwarz, general 
counsel for Maine Insurance Co., the 
State Attorney General, Frank G. Hard- 
ing; Orville Ranger, Assistant State 
Attorney General assigned to the In- 
surance Department, and Insurance 
Commissioner Mahoney, the Maine In- 
surance Co., took the initiative by seek- 
ing a declaratory judgment on this point 
from the Maine Supreme Judicial Court. 


Company Legally Organized 


Justice Tapley’s ruling was made pub- 
lic with a decree that Maine Insurance 
Co. is legally organized under the rele- 
vant statutes of the State of M@ine and 
has commenced actual business within 
the statutory time. The company plans 
to write multiple line coverages. 

Associated with former Governor 
Cross in the management of the com- 
pany are Homer E. Robinson, vice 
president and director of First National 
Bank of Rockland, and who for 12 years 
was State Banking Commissioner; Clar- 
ence Crosby, vice president, First Na- 
tional Bank of Farmington; Herbert L. 
Rackliff, first vice president, Life In- 
surance Securities Corporation, and 
president of Rackliff & Co., Inc., Port- 
land; Irwin B. Halweil, New York in- 
surance executive; Thomas Black, who 
has been actively associated since 1927 
with the insurance business in Boston; 
Morton M. Goldfine, Boston attorney; 
Chester G. Bridge, president Bridge 
Construction Corporation, Augusta; 
Stanley R. Tupper, Augusta attorney and 
former Maine Commissioner of Sea and 
Shore Fisheries; Charles Tiedemann, 
president of Northeastern Underwriters, 
Inc., Portland, and others. 


N. Y. Bowling League 


As of November 15 the ting of 
teams in the Insurance Bowling League 
of New York was as follows: 


Won Lost 
Northern of N. Y. 21 12 
General Reinsurance 20 13 
Royal-Globe-Marine 18 15 
Chubb & Son 18 15 
Commericial-Union 17 16 
Yorkshire Group 17 16 
Aetna Life 17 16 
American Int’l. Und. 7 16 
Pearl Assurance 16 17 
Corroon & Reynolds, 16 17 
Fireman’s Fund Group 15 18 
Aetna Ins. Group 15 18 
Travelers 15 18 
Great American 14 19 
North America 14 19 


Phoenix London Marine 14 19 
Weekly high scores of that date were: 
high individual game, George Pevarnik, 
Aetna Ins. Group, and Bob Heidt, Aetna, 
Life Affiliated Co.’s, 232; high individual 
series, Ben Miller, Commercial-Union- 
Ocean, 587; high team game, Yorkshire 
Group, 1914; high team series, Com- 
mercial-Union, 2543. 








Ben Fasman Photcs 


Four members of the Ex-New Jersey Fieldmen’s Association are seen here 
during the recent annual dinner of that popular organization. They are, left to 
right, Joseph Sorge, agency supervisor, Peerless Insurance Co.; Fred H. Morasch, 
vice president, Fireman’s Fund Insurance Co.; Richard C. Williams, secretary, Han- 
over Fire Insurance Co., and Philip M. Winchester, president, Allied Adjusters, Inc. 





Fitzpatrick President 


Insurance Service Assn. 


Member firms of the Insurance Serv- 
ice Association, a nation-wide network 
of insurance brokers, held their semi- 
annual meeting at Chicago’s Edgewater 
Beach Hotel. 

Patrick Fitzpatrick of Boit, Dalton and 
Church, Boston insurance brokers, was 
elected president of the organization. 
New directors chosen were Harry Hol- 
lister, Jewett, Barton, Leavy & Kern, 
Portland, Ore.; Donald Davidson, Rob- 
ert N. Bowen and Associates, Indian- 
apolis; Jose B. Carrion, Compania Car- 
rion Inc, San Juan, Puerto Rico; Don- 
ald Bolton, Donald A. Bolton Co., Jack- 
sonville, Fla., and Benton Mackid, 
Mackid Agencies Limited, Calgary, Al- 
berta, Canada. 

Meeting topics included servicing of 
national accounts, solicitation of new 
business and various advances in account 
management. 


Cook Named Chairman 


N. E. Advisory Board 

Edgar S. Cook of Weymouth, Mass., 
was elected chairman of the New Eng- 
land Advisory Board of the New Eng- 
land Associations of Insurance Agents 
at the annual meeting in Boston. He 
succeeds Robert S. Preston of Provi- 
dence, R. I., and replaces James J. Mar- 
shall of Worcester, Mass., who was vice 
chairman but declined advancement to 
chairman. 

Herbert W. Chalmers, president of the 
Maine Association, was elected vice 
chairman. Edward S. Pike, Rutland, Vt., 
continues as secretary-treasurer. Presi- 
dent Eben Learned of the Connecticut 
Association is chairman of the 1959 
summer convention. The 1958 convention 
is scheduled for June 15-17 at the Lake 
Tarleton Club, Pike, N. 


Fireman’s Fund Advances 


Lemberg and Kaelin 

Fireman’s Fund Insurance Co. has ap- 
pointed L. Frank Kaelin assistant man- 
ager of its eastern fire and inland ma- 


rine loss department. Mr. Kaelin suc- 
ceeds Matthew W. Lemberg who has 
been appointed metropolitan manager 


of the fire and inland marine loss de- 
partment at The Fund’s 116 John Street 
headquarters. 

Mr. Kaelin has been in the loss de- 
partment of The Fund’s eastern depart- 
ment since 1953 where he handled Me 
inland marine and fire losses. Mr. Lem- 
berg has more than 20 years’ experience 
in loss work in The Fund’s eastern 
territory. 


NAIA Names Committee 
Chairmen for 1957-58 


Seven new chairmen are appointed 


and four reappointed to head standing 
committees of the National Association 
of Insurance Agents for 1957-58 by 
President Louie E. Woodbury, Jr., Wil- 
mington, 

Newly appointed committee chairmen 
are: Alexander Dean, Minneapolis, acci- 
dent prevention; Floyd L. Rice, Warren, 


Pa., agency management; Donald A. 
Bolton, Jacksonville, Fla., casualty; 
Donald H. Denton, Charlotte, N. C.,, 


fidelity and surety; Albert E. Mezey, 
New York City, metropolitan and large 
lines agents; Frank R. Bell, Jr., Charles- 
ton, W. Va., property insurance, and 
C. D. Swett, Woodland, Cal., rural and 
small lines agents. 

Reappointed chairmen are: C. S. Mc- 
New, Pine Bluff, Ark., finance; J. Nor- 
vell Trice, Richmond, Va., educational ; 
Simpson Stoner, Greencastle, Ind., fire 
safety, and K. H. Bair, Jr., Albuquerque, 
N. M., local board and membership. 


Hartford Fire Purchases 
Former Caledonian Bldg. 


President James C. Hullett of the 


Hartford Fire Group announced the 
purchase of the former United States 
home office of the Caledonian Insurance 


of Scotland which is locat ed in Hart- 
ford. He said that the land and two- 
story building, was Sreckell in 1936 on 
property formerly owned by the Hart- 
ford Fire and is directly east of the lat- 
ter’s home office. 

The limestone-faced building with 
nearly 38,000 square feet of floor space, 
occupies a triangular site at the inter- 
section of Cogswell and Garden streets 
It adjoins the present location of the 
Hartford Fire Group’s Training Center. 
Earlier this year, the Caledonian sold 
its American operations to the Peerless 
Insurance Company which leased the 
building. Peerless is presently moving its 
Hartford functions to the company’s 
Keene, N. H. home office. Low 

General office space is provided on 
both floors of the building, with ex- 
ecutive offices on the first floor. In ad- 
dition, there is a large basement area, 
and a “penthouse” with kitchen fa- 
cilities and large club rooms. The prop- 
erty also has an off-street parking area 
for 50 cars. 

Final plans for use of the building 
will be announced at a later date, Mr. 
Hullett said. Purchase of the Cale- 
donian building is the first major expan- 
sion the Hartford Fire has undertaken 
since it completed a home office addi- 
tion in 1948. This two-story wing adc led 
90,000 square feet of floor space to the 
firm’s plant. 
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Rodda Sees Insurance Packages 
And Monthly Premiums In Future 


Packages of insurance and monthly 
payment of premiums are in the future 
of the insurance business, William H. 
Rodda, secretary of the Transportation 
Insurance Rating Bureau, said in a_ talk 
before an all-industry luncheon at Den- 
ver, Colo. sponsored by the Rocky 
Mountain Chapter of the Society of 
Chartered Property & Casualty Under- 
writers. 

Mr. Rodda told the CPCU 
and insurance industry people that the 
public is cgremape by package selling 
because it is the easy way for the cus- 
tomer. All Pra ern e is keved to 
buying and easy payment. The in- 
whether it wants to or 
into general mer- 
stated. 


designees 


easy 
surance business, 
not, is being pushed 
chandising tee sag he 
Rates on Basis of Package Experience 

“We 
sidence 
eventually 
rated on the 
perience. No one 


can anticipate a gradual sub- 
of the component parts so that 
all of these packages will be 
package ex- 


think of 


basis of the 
today would 


trying to split extended coverage into 
its component parts for statistical or 
rating purposes. Neither would anybody 





think of splitting automobile compre- 
hensive coverage experience. In the 
same way, we can anticipate tl the 
newer packages will gradually come to 
stand on their own feet,’ Mr. Rodda 
stated. 


‘Automobile comprehensive insurance 






is a package which may not be regarded 
in the same light with our newer pack- 
ages. Yet it is a combination of cover- 
ages which only a few years ago were 
sold independently. This, too, was a 


radical departure from the so-called 
‘proper’ way of doing business when it 
was first proposed. Patterns of loss have 
changed with automobile comprehensive 
coverage, too. Back in the 1930’s the big 
— of loss were fire and theft. Wind- 

hields did not cost a great deal if one 
did pretend to be broken. A new one 


cost perhaps $10, whereas the curved 

windshields of today cost $125 or more. 
Rate Increases Needed 

“What is to be done with the chang 

ing loss pattern in automobile bay e- 


hensive physical damage coverag Mr. 
Rodda asked. “Obviously, the coverage 
must be restricted or the rates increased, 








or both. These are matters which re- 
ceive the attention of the rating bureaus 
and the companies. Last yedr’s loss 


automobile comprehensive jis 
must be corrected by proper 


ratio for 
one which 


action. Periodically we have to battle 
for rate increases. The insurance busi- 
ness should not be ashamed to ask for 
increased rates when the experience 
justifies it. Everywhere you go today 
you find increased rents, increased rail- 
road fares, increased college tuition, in- 
ed taxes for the functions of gov- 

er t 
aa should we apologize to the 
publi hen asking for rate increases 
that ar ught about by the public’s 


driving h the public’s acceptance of 

> ’ ] ’ 

more and } powerful automobiles, 
public’s sire for 


the flashy looking 
automobiles that st many dollars to 
repair, and the osity of juries in 
handing out their n and other peo- 
ple’s money by way fantastically high 
verdicts against insured policyholders ? 


OUT 4 1 
We are in an era when insurance 


men generally are deploring the experi- 
enece. People who dislike the trend to- 
ward multiple line insurance and pack- 
age coverages have blamed the present 


wave of bad experience on package in- 
surance. The fact is that the 
ratios for package coverages such as 


loss 


the Homeowners Policies have been 
among the better loss ratios. The ex- 
tremely bad loss picture has been in 


some of the conventional lines of insur- 
ance. It is not the pz ackage policies that 
are killing the companies with bad ex- 
perience at this time. 


“There are reasons why insurance 
companies tend to have a better ex peri- 
ence on the package policies. There is a 
better spread of coverage, there can be 

better selection of risk, and it is gen- 
erally felt that the single-family owner- 
occupied dwelling is the best risk that 
the companies normally insure. 


‘The companies will be faced with 
changing loss patterns on the dwelling 
package policies. Until recently, the im- 


portant public 1 liabili ity risk in connection 
vith a_ dwelling probably was the pres- 
1 dog in a household. Now we 
thousands of dwelling owners 
swimming pools in their 
back yards, with a tremendous increase 
in the liability loss potential. A firm 
that installs residence elevators has put 
on an energetic selling campaign to in- 


ence of 
find that 
have installed 


stall the kind of inclined elevator which 
has become increasingly popular for 
people who have heart and circulatory 
difficulties. It may be necessary eventu- 
ally for underwriters to modify the 
Homeowners packages either to exclude 
homes with swimming pools and eleva- 
tors, or to add some charge because 


of a changing loss pattern. 

“So tar as the immediate 
concerned, we can anticipate that there 
will be a combination of the Home- 


owners Policies and the Comprehensive 


future is 


Dwelling Policy. The exact time that 
the new program will be available is 
not yet clear, but it should be in full 
effect by a year from now. It is to be 


hoped that the mechanical arrangement 
will be such that the advantages of 
both progr: 7 will be preserved in most 
that many of the problems 

The dwel ling pack- 
are becoming so well 
large proportion of 
will be on a package 
few : 


respects, and 
will be eliminated. 
ages of insurance 
fata 
insurance 
very 


accepted 
dwelling 
basis within a 
Rodda predicted. 


years,” Mr. 


Sees Broader Policies 


“It seems clear that the dwelling pack- 
policies will be broadened further 
o include additional coverages. A few 
companies have added automobile cover- 
to the Homeowners Policy. This 
done up to this time by the 
1anical device of stapling an auto- 
policy in the same folder with a 
Policy, but it is a com- 
so far as the policyholder 
At least one company has 
and health extension to a 
Policy. 
logical development if 





has been 
mecl 
mobile 
Homeowners 
p lete packz ize 
is concerned. 
an accident 
Homeowners 

“It will be a 











insurance companies will provide in a 
single package every kind of insurance 
that a dwelling owner needs, with the 


possible exception of life insurance. The 
experience with Homeowners Policies 
indicates that property insurance and 
liability insurance can be combined into 
a single package, and there does not 
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appear to be any logical reason why any 
form of coverage for a dwelling owner 
needs to be separate. 

“We can also anticipate a growing 
dependence upon the agent for primary 
underwriting. Your reaction may well 
be that the companies are depending 
upon the agent too much now, with his 
primary responsibility being production, 
plus collection of the premium, plus the 
handling of initial loss problems. It 
must be recognized, however r, that insur- 
ance comp inies must have a satisfactory 
experience if they are to continue writ- 
ing business. Some of our companies 
are so large now that they could very 
well become in effect investment trusts 


and make more money than they do by 
writing a general insurance business. 
The agent has a large stake in main- 


taining a profitable experience for insur- 
ance companies. It is the agent who 
knows the over-all picture of the pack- 
age risk. It is he who will maint oe to 
a large extent the good or the bad loss 
record of his company. 

Monthly Payment of Premiums 


“There is one more important change 
which is just now beginning,” Mr. Rodda 
stressed. “That is the payment of in- 
surance premiums by the month. Prac- 
tically every major purchase of today’s 
householder is under a monthly payment 
plan. Insurance premiums today are 
large enough so that they are a burden 
to the homeowner if he has to pay them 
in a lump sum. What is more natural 
than the policyholder’ s desire to pay his 
insurance premium by the month the 
same as he does all other major ex- 
penses? 

“During the past month one of the 
large insurance groups had a full page 
advertisement in the Chicago papers set- 
ting forth their program for handling 
insurance in a single package under a 
single monthly payment plan. This is a 
recognition of a trend which the insur- 
ance business can no longer ignore. An 
agent whose companies do not provide 
monthly payment ome can arrange for 
them through his local bank. 


“Merchandising of all kinds today is 
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Preston Succeeds Bolten 
With Royal Exchange 
After 35 years of service Branch 
Secretary John P. Bolten will retire from 


active duty with the Royal Exchange 
Group on November 30. He _ leaves 
with the sincere good wishes of the 


entire organization and his many friends 
in insurance. 

Effective December 1, James E. Pres- 
ton is appointed branch secretary of 
Royal Exchange Assurance, State Assur- 
ance and Car & General and secretary- 
treasurer of Provident Fire in charge of 
all accounting and _ statistical depart- 
ments. Mr. Preston has been with the 
group over 30 years, 





well as on a 
Automobiles set 


on a package basis as 
monthly payment basis. 
the pace for everything else that is 
bought. When you buy an automobile 
you buy a package whether you realize 
it or not. Even the accessories are set 
forth in packages. One of the typical 
ones is a Safety package. The foam rub- 
ber dash-boards are not generally sold 
individually, but come along as part of a 
three-piece ‘package. The sun visors are 
of foam rubber so as to act as a cushion 
in case you hit the top front of a car. 
The third item is seat belts. The dealer 
asks whether you want this safety pack- 
age—he does not ask whether you want 
the individual components. 

“Everybody is attuned to package 
buying. They are also attuned to month- 
ly payments. For many years many of 
us in the insurance business have had a 
little smirk on our faces when we talked 
about the industrial insurance sales- 
man, the man who goes out and collect 
weekly premium insurance from _ the 
supposedly poor people who are not 
smart enough to accumulate a_ year’s 
premium in advance. It will not be long 
before we will have to wipe that smirk 
from our faces, because if we are going 
to sell insurance we will have to sell it 
on a monthly premium basis, because 
that is the general trend in merchan- 
dising. Whether we want to admit it 
or not, the insurance business is a huge 
merch andising business. 


Need for Change in Thinking 


“Perhaps the biggest impact of the 
future in the package insurance field 
is the necessity for changing our think- 
ing. I want to leave you with the idea 
the public likes to buy in packages, 
whether it is a package of razors and 
phonograph records, a living room suite, 
automobiles or insurance, and there is 
no way that we can buck the trend. In- 
surance sales technique will have to be 
adapted to general selling technique. 

“The packaging trend does not appear 
to be responsible for the bad loss ratios 
we are having in certain individual lines 
of insurance. It is the conventional 
policies that have caused the horrible 


loss ratios for the most part. Perhaps 
if automobile liability coverages had 
been packaged with something else 


there might have been other premiums 
to help sweeten the mess that we are 
in.’ 
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Parrett President of 
Management Society 


CORPORATE INSURANCE MGRS. 
American Society Elects Goodwin of 
New York First Vice President; 
Other Officers, Directors 





At the sixth annual meeting of the 
American Society of Insurance Manage- 
ment, Inc., held in Chicago Joe T. 
Parrett, insurance manager for the Carn- 
ation Co. of Los Angeles, was elected 
president of ASIM. The society is a 
on profit, cooperative organization of 
corporate managers exclu- 
sively, devoted to the field of risk 
management. 

Serving with Mr. Parrett are: H. 
Stanley Goodwin of McKesson & Rob- 
bins, Inc., New York, first vice president; 
W. Howard Clem of Schlumberger Well 
Houston, second 
George A. Mearns of 
Sunshine Biscuits, Inc., New York, treas- 
Raymond V. Brady of The 
New York, 


insurance 


Surveying Corporation, 
vice president; 


urer; and 
Chase Manhattan 
secretary. 

Mr. Parrett has spent more than 25 
years in insurance. He was examiner 
in the Insurance Department of Iowa; 
state manager for a casualty company in 
Nebraska; and served with the Corps of 
I:ngineers in World War II, assigned to 
insurance matters pertaining to war plant 
construction and operations, Later he 
became corporate insurance manager for 
Carnation Co. and its foreign subsidiary, 


General Milk Co. 


Regional Vice Presidents 


Bank of 


A new region was created for western 
Pennsylvania, eastern Ohio, and upstate 
New York with R. W. Low of Westing- 
house Electric Corp., Pittsburgh, elected 
ae regional vice president for that area. 

. V. Murphy of Maryland Shipbuild- 
ing & Drydock Company of Baltimore, 
was re-elected regional vice president 
and elected a member of the executive 
committee. 

D. C. Morris of Chance Vought Air- 
craft, Inc., of Dallas, Texas, was elected 
regional vice president to replace Mr. 
Clem. 

R. F. Boettcher of Geo. A. 
Co., Austin, Minn.; B. M. 
Southern States Cooperative, Richmond, 
Va, and A. G. Westcott of Union Ice 
Co., San Francisco, remain regional vice 
presidents. 


Hormel & 
Hulcher of 


New Directors 


C. Henry Austin of Standard Oil Co., 
Ind., with offices in Chicago, was elected 
director of education. He is in charge 
of a program for risk management edu- 
cation to be established in the univer- 
sities and colleges throughout the coun- 
try. 

Other directors are: D. W. Covey, Le- 
Tourneau cos gen Co., Peoria, III.; 
Charles G. Gould, Bay State Abrasive 
Products Co., Westboro, Mass.; Casimir 
Z. Greenley, International Minerals & 
Chemical Corp., Chicago; Stanley B. 
Adamson, U. S. Printing & Lithograph 
Co., Cincinnati; T. T. Redington, Jr. 
Dresser Industries, Dallas; Frank W. 
Pennartz, Food Fair Stores, Inc., Phila- 
delphia ; R. D. Castle, Murray Corpora- 
tion of America, Detroit; E. C. Stokely, 
Dow Chemical Co., Freeport, Texas; 

Also J. Donald Pince, Hecht Co., 
Baltimore; Horace V. Noland, M. F. 
Patterson gn Supply Co., St. Paul, 
Minn.; J. G. Harper, Northern Electric 
Sy Montreal ; Wm. D. McGuiness, Port 
of New York Authority, New York City; 
Emerson C. Lasater, Rosenberg Bros. 
& Co., San Francisco; Arthur McNett, 
Jantzen, Inc., Portland, ie Wm. A. 
Miller, Richfield Oil Corp., Los Angeles; 
Paul G. Stickler, Reynolds Metals Co., 
Richmond, Va., and F. A. Hunter, East- 
ern. Gas & Fuel Associates, Pittsburgh. 

Peter A. Burke is managing director 
of the American Society of Insurance 
Management, Inc., with headquarters in 
New York City. 


BUFFALO PROMOTIONS MADE 


Brady Manager Suburban and Eastern 
N. Y. Dept., Abbott in Western N. Y.; 
Lynn to Form Pacific Claim Dept. 
John J. Brady has been appointed 
manager of the suburban and eastern 
New York department for the Buffalo 
Insurance Co. Leo J. Abbott has been 
appointed manager of the central and 
western New York department. They 
will divide supervision of the entire 
state. 

Mr. Brady joined the Buffalo in June, 
1955. His insurance experience dates 


from 1940 and includes all phases of 
underwriting and production work. A 
graduate of Brooklyn College and 
Brooklyn Law School, he is also a mem- 
ber of the New York State Bar. 

Mr. Abbott joined the Buffalo in Sep- 
tember, 1955. He has had 12 years of 
production experience covering areas of 
New York and the New England states. 

On the West Coast, Vernon P. Lynn 
has joined the Buffalo to establish a 
Pacific claims department. He _ brings 
with him more than ten years of claims 
experience as adjuster, examiner and 
assistant division claims manager. 


McNeill President of 
Smoke & Cinder Club 


The Smoke and Cinder Club of West- 
ern Pennsylvania, at its monthly meet- 


ing, elected the following officers: pres- 
ident, Milton McNeill; vice president, 
Richard Moorhead; secretary, G. Fred- 


erick Slack; treasurer Thomas Good- 
win. The executive committee for 1958 
will be David McKelway, Clyde Van 
Wickle, Chet Berlin and Gordon Waters. 
Mr. McNeill succeeds C. R. Van Wickle 
as president. 
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Atlantic City Agents PR Drive 
Featuring Museum On Fire-Fighting 





Members of the Atlantic City Association of Insurance Agents, led by Presi- 
dent Louis Greenberg, parade their renovated 103-year old hand-pumper in ann 

state convention parade of Volunteer Firemen’s Association. The agents are dressed 
in red shirts and firemen’s hats, in honor of Atlantic City’s U.S. Fire Company No. 1. 


The Atlantic City Association of In- 
surance Agents, long one of the most 
active boards in the New Jersey Asso- 
ciation, has just completed an ambitious 
program. Under the leadership of Presi- 
dent Louis Greenberg, and Past-Presi- 
dent Walter W. Clark, Jr., the group 
restored a century-old hand-pumper as a 
start toward a fire museum. _ d 

While face-lifting of antique fire 
equipment is not uncommon—the full 
story behind this project—and what it 
has already done for the agents lifts it 
out of the usual vein. In the first place, 
this particular piece of equipment was 
actually Atlantic City’s first fire engine. 
Built in 1854 in Baltimore, the resort 
city bought it second-hand 20 years later. 
For several years, it was the only piece 
of equipment in the city. Last used at 
a fire in 1881, it had been relegated to 
oblivion and decay for the past half- 
century—and was about to be tossed out 
on the watery dumps when the agents 
rescued it. 


Under the active supervision of Walter 
W. Clark, Jr. head of the Phillips 
agency, the re storation started more than 





a year ago. This past September it was 
unveiled at a boardwalk luncheon and 
featured in the annual State Volunteer 
Firemen’s Parade. Despite its 103 years, 
it appears to be in factory-new condi- 
tion—resplendent in gleaming bright- 
work, glowing finish on the original 
wood and restored art paintings—and 


ready to throw a stream of water in 
1957 as it did in 1854 

The project has already garnered a 
tremendous amount of newspaper pub- 
licity space—for the association and the 
city. The agents’ alertness to a genuine 
human- interest value put them in a 
unique position. They sponsored the for- 
mal unveiling at a boardwalk luncheon— 
and were given the official treatment ac- 
corded distinguished guests of the city. 
They were invited by the influential 
statewide firemen’s group to put their 
ancient relic in the gala parade which 
usually attracts tens of thousands to the 
resort. They not only put it in the 
parade—they furnished the man-power 
to pull it! 

As impressive as this story is so far— 
it’s only the start. The Atlantic City 
Association is now working on the ac- 
quisition or erection of a suitable struc- 
ture on the nationally-famous boardwalk 
to house the old pumper and other 
relics of early fire-fighting days. 


BROKERS HEAR HAZZARD 


L. B. Hazzard, prominent New York 
independent insurance adjuster, was 
feature speaker at the November 25 


educational forum of the Greater New 
York Insurance Brokers’ Association. 
Active in the affairs of the New York 
State Association of Independent In- 
surance Adjusters, Mr. Hazzard oper- 
ates his own adjusting firm in New 
York City. Well known as a speaker, 


BARS FICTITIOUS GROUPS 





West Virginia Department Moves to 
Stop Rate Cutting Through Creation 
of Fictitious Groups 
The West Virginia Insurance Depart- 
ment has moved to curb fictitious groups 
whereby fire, casualty and other risks 
are so-d at reduced rates based on so- 
called groupings of individuals, firms or 
peoclations. Insurance Commissioner 
Harold E. Neely has issued the follow- 

ing regulation: 

“The insurance laws of West Virginia 
require that any rate, rating plans or 
form for fire, casualty or surety insur- 
ance covering risks in this state shall 
not be unfairly discriminatory. 

“Therefore, no insurer, admitted or 
non-admitted, shall make available 
through any rating plan or form, fire, 
casualty or surety insurance to any firm, 
corporation or association of individuals, 
any preferred rate or premium based 
upon any fictitious grouping of such 
firm, corporation or association of indi- 
viduals ; and no master policy or series 
of policies or certificates of insurance of 
fire, casualty or surety insurance which 
are issued to any fictitious grouping at 
any preferred rate or form shall in- 
clude any West Virginia resident or 
group of residents in such coverage; 
and West Virginia residents or groups 
of residents shall be specifically ex- 
cluded from solicitation for such fire, 
casualty or surety insurance issued to 
any fictitious grouping at a preferred 
rate or form.” 


Brokers’ Query on 


License Renewal Form 


The Greater New York Insurance 
Brokers’ Association is seeking clari- 
fication of Question 9 of the brokers’ 
license renewal application. The ques- 
tion has been the cause of considerable 
misunderstanding and inconvenience to 
many brokers, according to Mortimer 
L. Nathanson, president of the brokers’ 
association, because it has never been 
clearly stated whether traffic infractions 
are considered “offenses” by the New 
York Insurance Department. Question 
9 asks: “Has any of applicant’s officers 
or directors been arrested or convicted 
of any crime or offense since September 
1, 1956?” 

Many brokers, Mr. Nathanson said, 
are fearful that failure to list a traffic 
infraction in the renewal application 
might act to give the Insurance Depart- 
ment a cause against them for falsifying 
their renewal applications. On the other 
hand, he said, many feel that listing of 
such infractions may reflect on their 
fitness to act as insurance brokers. 

The subject was brought to the atten- 
tion of the Department in a letter to 
Deputy Superintendent Walter  F. 
Brooks, who heads the Licensing Di- 
vision in Albany. Prepared by the 
Association’s counsel, C. Joseph Dan- 
ahy, the letter cited two pertinent New 
York State statutes. He said: 

‘It is our thinking that if after the 
word ‘offense’ there could be added the 
words ‘except traffic infractions’ that the 
difficulties would be resolved. We think 
that you will agree with us that it is 
a fair assumption that traffic infractions 
have no reasonable connection with the 
fitness of a person to act as an insur- 
ance broker.” 





he has addressed many educational 
meetings of agents and brokers on ad- 
justing principles and policy coverages. 
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NAIA Advertising Fund 
Passes $750,000 Mark 


Contributions from members of the 
National Association of Insurance 
Agents for their forthcoming national 
advertising campaign have passed the 
three-quarters of a million dollars mark, 
according to President Louie E. Wood- 
bury,. Jr. 

Since the annual convention of the 
NAIA in September, at which time the 
one-half million dollar contribution 
mark had been passed. Mr. Woodbury 
noted that the rate of contributions was 
increasing in tempo and that more and 
more states were vigorously promoting 
the program. Just recently, he said, five 
of the large state associations, which 
had delayed promoting the program 
among their members until they had 
held their annual conventions, have put 
on concentrated collection campaigns in 
their states and are making rapid prog- 
ress. 

As one of the stimulants to greater 
collection efforts in the various states, 
Mr. Woodbury paid tribute to the 12 re- 
gional chairmen who were recently ap- 
pointed to the NAIA Advertising Com- 
mittee under Chairman Alan H. Miller, 
Hackensack, N. J. 
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Insurance Institute 


(Continued from Page 1) 


Auto Indemnity, Bloomington, II. 

Part B, Donald G. Wamboldt, State 
Farm Fire, Berkeley, Calif. 

Part C, Barksdale E. Williams, Jr., 
South-Eastern Underwriters Assn., Sa- 
vannah, Ga., and H. Hayes Tucker, L. T. 
3arton Insurance Co. Fort Worth, 
Texas. 

Following the luncheon meeting, the 
various officers and committees of the 
Institute made their reports. Dr. Loman 
called attention to the growth of the 
revised educational program. He said 
that for the four years the revised pro- 
gram has been in operation 7,376 exami- 
nations have been taken and a total of 
954 persons have completed all exami- 
nations successfully and have been 





Matar 
W. IRVING PLITT 


awarded the Final Certificate. He also 
called attention to the fact that in the 
last series of examinations in May, 1957, 
there were 78 examination centers in 
29 states which is some evidence of the 
geographical spread of the program. 


Officers Are Re-elected 


All present officers were re-elected as 
follows: 

President, Mr. Plitt. 

Vice presidents, Sinclair T. Skirrow, 
vice president, Great American, and 
John H. Dillard, vice president, Fire- 
man’s Fund. 

Executive vice president, Dr. Harry 
J. Loman, Philadelphia. 

Treasurer, F. Harman Chegwidden, 
CPCU, vice president, treasurer and 
rer peags of finance committee, Camden 
eine 

Secretary, Arthur C. Goerlich, dean, 
School of Insurance, Insurance Society 
of New York. 

For the term expiring in 1960, N. M. 
Knowlton, president, of the Holyoke 
Mutual Fire, was elected to the board 
of governors along with the following 
who were re-elected: 

Rexford Crewe, manager, production 
department, Hartford Accident & In- 
demnity, New York. 

Frank F. Dorsey, executive vice presi- 
dent, United States Fidelity & Guar- 
antee, Baltimore. 

f Graham, Chicago. 

Thorin T. Grimson, president, Crum & 
Forster, New York. 

Harold P. Jackson, Montclair, N. J. 

James L. Madden, second vice presi- 
dent, Metropolitan Life, New York. 


President Plitt Reports 


President Plitt told those assembled at 
the luncheon that “I believe it would 
be well to restate the aims and purposes 
of the Insurance Institute. 

_“The Institute is a national organiza- 
tion which encourages and fosters the 
development of organized classes in as 
many locations as possible, to cover the 


recommended educational material pro- 
vided for study. The objective is to as- 
sure the availability in all parts of the 
United States of courses of study cover- 
ing the basic principles of property and 
casualty insurance. 

“The Institute does not conduct edu- 
cational courses but merely serves these 
classes and groups in an advisory capac- 
ity. Three examinations are given: 

“Part A covers the general principles 
of insurance. Part B involves the prin- 
ciples of fire, marine and allied lines 
insurance, and Part C covers the prin- 
ciples of casualty insurance and surety 
bonding. 

“The knowledge of the fundamentals 
of our business gained by the successful 
completion of the Institute courses and 
examinations, i.e., the attainment of the 
final certificate—is a most important 
step in the career of the insurance stu- 
dent—and leads perfectly to higher edu- 
cational pursuits—namely the courses 
offered by the American Institute for 
Property and Liability Underwriters, 
popularly known as CPCU.” 


NAMES ALLSTON ASSOCIATES 

Appointment of Allstop Associates as 
advertising representatives for the Lon- 
don & Lancashire Group of Hartford, 
has been announced by Bruce R. 
Abrams, vice president of this New York 
advertising agency. 





North America Uptown 
Office to Move in May 


_ Insurance Company of North Amer- 
ica Companies has leased for its uptown 
New York City office the entire sixth 
floor comprising 17,000 square feet, in 
the new 30-story office building under 
construction at 200 East 42nd Street by 
Joseph Durst, builder. 

The long term lease in the blue- 
tinted glass and aluminum structure was 
negotiated by Vincent J. Peters and 
Peter Korn of Cushman & Wakefield, 
Inc., broker, with Collins Tuttle & Co. 
as renting agents. The transaction marks 
the fourth lease signed for the_ build- 
ing in a month’s time. Large space 
has already been taken by P. Lorillard 
Company, Aetna Life and Affiliated 
Companies and Freeport Sulphur Co. 

INA’s present uptown branch is lo- 
cated at 60 East 42nd Street. Occupancy 
in the new building is scheduled for 
May 1, 1958. 


N. J. RATE ORG. TO MOVE 
The Fire Insurance Rating Organiza- 
tion of N. J. will move its main office 
December 2 from 15 Washington Street, 
Newark, to the 13th and 14th floors of 
the Mutual Benefit Life Insurance Co. 
building at 520 Broad Street, Newark, 

Manager S. Gage Lewis announces. 
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Pa. Amends Rule on 


Delinquent Agencies 


The Pennsylvania Insurance Depart- 
ment will investigate and “take appro- 
priate action regarding outstanding 
agents’ balances to insurers only after 
insurance companies concerned have 
exhausted all reasonable legal remedies 
to effect collection of outstanding bal- 
ances” Insurance Commissioner Francis 
R. Smith states. 

Mr. Smith informs insurers licensed in 
the state that “while the responsibility 
for paying delinquent accounts rests 
with the agents, the basic cause of the 
situation can be attributed to the in- 
surance companies which should take 
more positive action in the collection 
of such delinquent accounts. 

“This Department has been receiving 
an increasing number of complaints by 
insurance companies concerning delin- 
quent balances owed by agents to such 
companies. Frequently a company will 
not only terminate the agency of such 
delinquent debtor, but will request that 
that agent be not licensed as the agent 
for another company until his debt to 
the initial company has been paid.” 


Rogan Sees No Fire Rate 


Increases in Wisconsin 
There can be no fire insurance rate 
increases in Wisconsin at the present 
time, Paul J. Rogan, Insurance Commis- 
sioner, declared in Milwaukee. He spoke 
before 550 members of the Wisconsin 
Federation of Mutual Insurance Com- 
panies and Wisconsin Association of 
Mutual Insurance Agents at their annual 
convention in the Schroeder Hotel. 
Fire underwriting experience during 
the last five years “does not justify an 
increase,’ Mr. Rogan said. “But this 
does not mean that I will not grant an 
increase if justified.” 


Marine Institute 


(Carried Forward from Page 22) 


placed by the type of vessel I am talk- 
ing about, thanks to the individual re- 
quirements of their own trades. 

“The complementary terminal devel- 
opments, the complicated interchange of 
goods and equipment with other forms 
of transportation, the railroad and the 
trucks, the recognized human resistance 
to change, all these will have to be 
worked out and it will not be cheaply 
done,” Mr. Lapham conceded. 

“But even taking all this into account, 
with the indications before us now of 
what can be done, I believe that we are, 
if not on the verge itself, then on the 
verge of the verge of a new era in gen- 
eral cargo transport. 


Other Groups at Work on Container 


Ships 
“Besides, the earlier examples men- 
tioned, I myself know of five other 


groups who are working on container 
ship plans at this moment, and by work- 
ing I mean proceeding with naval archi- 
tects and seeking the necessary capital. 
These include both roll on-roll off, 
through the stern; and lift on-lift off, 
over the side; and the simple and less 
costly prepalletization method, that is, 
the cargo is strapped to an accompany- 
ing pallet, to be conveyed through side 
ports into the ship and up and down 
thereafter via cargo elevators. 

“Tf I know five there must be at least 
five times that number who are also 
work, or in conversation. 

“A lot of courageous people will never 
get a ship in the water and others may 
go bust if they do, killed by inadequate 
financing, or unable to hang on while 
the operational bugs or labor difficulties 
or foreign customs requirements or 
whatever are straightened out. This is 
too often the fate of the pioneer, but out 
of it all eventually comes something 
called progress which in the transpor- 
tation business simply consists of carry- 
ing it better and faster and cheaper.” 
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Lapham Sees Cargo Container Ships 
Cutting Handling Costs, Cargo Loss 


Act originally 
and carrying relatively small deprecia- 
tion and interest charges today. They 


Development of cargo container car- 
riers of the roll on-roll off type, or the 
lift on-lift off category, promises to aid 
materially in reducing present high 
handling costs and likewise to bring 
a reduction in cargo breakage, pilferage 
and other losses in the opinion of Lewis 
A. Lapham, president of the Maritime 
Association of the Port of New York. 
Mr. Lapham, who is also president of the 


Grace Line and a director of the Federal 
Insurance Co., presented his views on 
cutting present high handling costs by 


59th anniversary dinner of 
Institute of Marine Un- 
derwriters, held in the Sert Room of 
the Waldorf-Astoria. More than 300 
leaders in marine insurance and their 
guests were present. 
President Percy Chubb, 

Institute presided. He highly com- 
mended Emil A. Kratovil, chairman of 
the dinner committee, for the fine ar- 
rangements. Working with Mr. Kra- 
tovil were George Inselman, Harold 
Jackson, Madoe M. Pease, Miles F. 
York and Frank B. Zeller. Messrs. Kra- 
tovil, Pease and York are also officers 
of the Institute. Insurance Superinten- 
dent Leffert Holz of New York spoke 
briefly on the need for the insurance 
industry to educate the public better on 
extent of protection, insurance rating 
and “excessive judgments” handed down 
by juries in liability cases. 


labor at the 
the American 


2nd, of the 


Need For New Look in Transportation 


Mr. Lapham, who 
look in ocean transportation, is needed 
to maintain the solvency of general 
cargo berth operators, presented figures 
from his own company to show how 
handling costs compare with other ex- 
penses. He said: 

“The figures show an average rate 
per revenue ton of $24.75. Of that figure 
$3.04 goes for such items of vessel ex- 
pense as wages, subsistence, maintenance 
and repair and stores, supplies and 
equipment. Another $1.49 per revenue 
ton goes for fuel oil, and 55¢ more for 
hull and machinery and P & I expense. 
Cargo claims take 20¢, port expenses 
and Canal tolls another $2.86, but cargo 
handling expense takes a whopping 
$9.74. In short, of total voyage expenses 
of $17.88, cargo handling takes very 
close to 55%. 

“Cargo handling includes receiving, 
storage, loading, discharging and deliv- 
ery, a multiple operation which not only 

up the cost factor, but also pro- 
vides, aside from the infrequent disaster 
at se the major target area for dam- 
age, loss and pilferage and their re- 
sultant claims,” he stated. 

“Many of the numbers I have given 
you are compl beyond our control, 
including fuel oil, port charges and Canal 
tolls. And percen rewise, they are not 
too significant in any event. _ 


contends a new 









Longshore Costs Not Coming Down 


“I am pessimistic, or realistic enough, 
to believe that longshore wages are not 


coming down and that longshore pro- 
duction, given present labor attitudes 
and terminal conditions generally 


throughout the world, is not coming up. 
Nor do 1 believe that it is either in- 
telligent, or indeed possible to raise 
rates indefinitely, beyond what has come 
to be the normal inflationary factor, 
without pricing our customers, and our- 
selves, out of the market. 

“F urthermore, the figures I have giv en 
are based on the performance of aging 
ships, bought at the statutory bargain 


prices of the Ship Sales 


will be worse still, these figures, as we 
get into our replacement programs with 
their enormously increased carrying 
charges for debt and depreciation. 


Sees No Cheap Atomic-Powered Ships 


“T have listened to a good deal of 
rosy speculation about what the atomic- 
powered ships will eventually do for us, 
but for myself I am not yet impressed. 
I wouldn’t know a nuclear reactor if I 
saw one, but it is all finally coming down 
to a simple matter of costs, profit and 
loss. How much, in other words, will we 
pay for the atomic installations and 
their maintenance and repair, including 
the cost of the nuclear fuel versus the 
conventional fuel, and how much pay 
load will we gain in additional cubic 
and cargo deadweight capacity? 

“Remembering that $1.49 per revenue 
ton for current conventional fuel costs, 
the net cost of atomic power now in 
development is going to have to come 
pretty cheap for the commercial ship 
operator. My technical friends assure 
me I am going to eat these words in due 
course, and it will be a pleasure, but 
again, as I see it, I do not believe that 
any of the general cargo operators now 
building or planning new ships will see 
them made commercially obsolete or 
non-competitive by atomic power over 
their normal life. 

“IT am assuming, of course, that you 
will have long since worked out the 
formulas to cover the atomic liabilities; 
and that the maritime nations will have 
worked out the international conventions 
and port regulations governing atomic 
operation. 


The Container Ships 


“T come back to handling costs. What 
can, and I am sure will, be done about 
them. It is, of course, the container 
ship or some variant thereof. The prin- 
ciple is nothing new, but the practice is 
just beginning and my guess is it will 
swell beyond all recognition in the next 
10 or 15 years and with it, I suspect, 
you are going to see a wholesale revi- 
sion of long-established traffic patterns 
and habits generally. 

“As for the principle, my gr randfather 
was experimenting with it in 1907 at the 
Isthmus of Tehuantepec, when the 
American-Hawaiian Steamship Co., of 
which he was a co-founder, was tran- 
shipping its cargoes there between the 
Atlantic and Pacific Oceans. Low labor 
costs and the lack of modern packaging 
methods and materials put his experi- 
ments to sleep, but the principle was 
clear enough,” Mr. Lapham observed. 

“Today, however, steadily increasing 
labor costs on the one hand and the 
developments in the packaging and 
movement of unit loads in the interven- 
ing 50 years, are about to put the prin- 
ciple into daily practice, or the general 
cargo carrier is going to go broke. 


How Others Are Solving Problem 


“If you want a practical demonstra- 
tion of this principle in sea-going prac- 
tice, a quick peek at the future, go to 
Newark and watch Mr. McLean’s Pan- 
Atlantic operation, using modified C-2s 
and industrial cranes; or go up to the 
St. Lawrence River and watch a ship 
called the Fort Henry which, via a 
method of pre-palletization, a simple 
variant of the container ship, is solving 
the cargo handling problem with neat- 
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ness and dispatch, and has been doing 
so for the past two years. Mr. Bush of 
Seatrain has been solving it for quite 
a lot longer than that, although his is 
such a specialized operation, involving 
the use of railroad cars and rail heads 
that I am excluding him also from this 
discussion. But it is, obviously, the 
same principle. 

“The thing that fascinates me about 
Mr. McLean and his Pan-Atlantic op- 
eration, and gives me tremendous re- 
spect for him, is that here comes one 
from the trucking business who, to all 
intents and purposes, had never seen 
a ship. In a brief two years or so, both- 
ered by none of the traditional inhibi- 
tions or thinking of the shipping indus- 
try, which has got plenty of the former 
and done too little of the latter, Mr. 
McLean gets an operation going that 
points the way for all the rest of us, 
if we have the courage to take it. It is 
merely another example of what new 
medicine, courageously applied, can do 
for old headaches. 

“T realize that shipping i is highly indi- 
vidualistic, and that in any given berth 
trade the cubic and deadweight neces- 
sities will differ, that the percentage of 
bulk parcels to general cargo will vary 
widely, that port time as against steam- 
ing time will demand different treatment, 
etc., etc. In other words, one man’s ship 
is another’s petition for bankruptcy. 
There are plenty of trades in the world 
in which the container ship investment, 
including the large number of containers 
themselves required, will not be worth a 
candle. 


Two Basic Types of Cargo Container 
Carriers 


“But for those trades in which the 
principle can be used, as I see it, there 
will be two basic types of general cargo 
container carriers. One will be the roll 
on-roll off ship, in which the containers 
will be actually rolled aboard on wheels 
or on some sort of slotted or track 
arrangement; the other a lift on-lift off 
vessel, in which the containers are moved 


from dock to ship and back again by 
either the ship’s own cranes or pier 
cranes. 


“If I had to make a guess, it would 
be that the latter type, the lift on-lift off, 
would in the long run prevail. The roll 
on-roll off type, it seems to me, will be 
either too costly in terms of lost cubic 
space for all but the extremely short 
hauls, or will require an imprudently 
costly pier installation. I myself believe 
there is a further disadvantage to this 
type in that, married to a_ specialized 
pier operation, the ship will be limited 
in the number of ports at which it can 
call, and will have a reduced value in 
the world market if her particular cargo 
dwindles or dies away as, over the years, 
cargoes unfortunately do. 


Lift On-Lift Off Ship 


“The lift on-lift off ship, particularly 
if she handles her containers herself, can 
use virtually any facility in any port 
in the world, making her a more flexible 
performer and helping maintain her 
resale value,” Mr. Lapham declared. 

“My own company has been studying 
this last design for upwards of two 
years and will be discussing them with 
the Maritime Administration within the 
next few months. The idea would be to 
furnish the container, a standard unit, to 
the shipper to load and discharge him- 
self, or to receive the cargo at the pier 
as we now do and load the containers 
there. 

“Tt will be an expensive ship to build 
and the containers themselves will be a 


major expense. I have no doubt that it 
will take some time and any amount of 
negotiation with longshore labor before 
the patterns are finally set. 

“But the advantages are so great that 
I think we have to proceed. Put it this 
way: The cost of building even a con- 
ventional ship today is staggering, and 
my estimate of present trends in cargo 
handling being what it is, I cannot see 
that the conventional ship offers the 
general cargo operator, in the type of 
trade I am talking about, anything but 
a chance to go broke, quickly or slowly, 
depending upon the size of his resources. 
Or if not broke, at least find himself 
locked into a huge long-term investment 
at an unattractive return. 


Rewards Worth Extra Cost 


“Under these circumstances, my own 
theory is that you might as well spend 
the extra money required, assuming, of 
course, that you can find it, and under- 
take the traffic changes and labor dif- 
ficulties and all the rest. The potential 
rewards, and even half the potential re- 
wards, can be tremendous. 

“There is first the potential saving 
in vessel time, meaning X number of 
additional voyages per year with the 
same fleet, which is of considerable 
importance to the operator. There is 
additionally the attraction for shippers 
of speedier transport of their goods and 
a saving in packaging costs ranging up- 
wards, our early estimates show, of 50%. 
So far as you underwriters are con- 
cerned, together with the ship and the 
shippers, our estimates show that claims 
and losses arising from rough handling, 
pilferage and exposure may be reduced 
as much as 60%,” the speaker stated. 

“As for this particular situation, the 
matter of damages, claims and _ losses, 
it is fair to say that shipments are being 
studied as never before. For example, 
one cargo damage prevention program 
with which I am familiar breaks down 
the type of package into 22 categories, 
the type of loss or damage into 29 and 
the cause of loss or damage into 71. 

“Although the combinations are obvi- 
ously infinite, the break-down of these 
various categories is as complete as pos- 
sible and from it an extensive analysis 
is prepared which pinpoints the when, 
how and why the damage or loss oc- 
curred. From that point on one goes 
back to the source, or sources, for cor- 
rection, whether that be the shipper, the 
consignee, the loading or discharging 
terminal, the vessel or the connecting 
transportation. 

“Any carrier worth his salt has, or 
should have, similar programs in being, 
as part of his stock in trade. Damage 
prevention programs are obviously ex- 
pensive to administer and, imposed upon 
the cargo handling costs themselves, 
again increase the over-all figure that 
I am worried about. 

Not All Claims Will End 

“The container ship will not solve all 
these problems and do away with these 
programs. Cargo, even in containers, will 
still manage to get lost, stolen or dam- 
aged, and dropped, stained or broken; 
and you will continue to pay the claims 
and we the premiums. But you can en- 
vision the possibilities of the unit load 
just as clearly as I can. 

“All this is far easier in the telling 
than in the doing and I do not mean to 
imply that Utopia is just around the 
corner. These changes will come slowly 
and they will come painfully. The pres- 
ent fleets of the common carriers will 
not be replaced overnight and many of 
them, quité properly, never will be re- 

(Turn Back to Page 21) 
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Decide on N. Y. Court 
Review of Auto Rates 


HOLZ DECISION CHALLENGED 


Marks First Time That Rating Bureaus 
Have Sought Court Assistance in 
N. Y. to Get Adequate Rates 


30th the National Bureau of Casualty 
Underwriters and the Mutual Insurance 
Rating Bureau have decided to take 
the necessary steps to obtain a prompt 
court review of the recent action of 
New York Superintendent of Insurance 
Leffert Holz in disapproving their re- 
spective filings for increased automobile 
liability insurance rates. This proposed 
course of action, announced November 

















Holz Gives New Reason 


According to the New York Times, 
Superintendent Holz has given a new 
reason for his rejection of the proposed 
automobile rate increase for this state. 
It is the compulsory automobile inspec- 
tion law which went into effect last 
February 1. The Superintendent pointed 
out that this law requires cars over four 
years old to be checked for safety. The 
first year’s inspection ends this month 
with 1952 cars being tested. 

Mr. Holz contended that if the law 
fufilled its avowed purpose of forcing 
off the road the cars not worth repair- 
ing and compelling owners of others to 
put their cars in sound operating condi- 
tion, it should go a long way toward 
cutting accidents—and hence insurance 
costs. 








25 by both William Leslie, the National 
Bureau’s general manager, and by Frank 
A. Fleming, general manager of the 
mutual bureau, will mark the first time 
that these rating bureaus have found it 
necessary in New York to seek assist- 
ance from the courts to obtain ade- 
quate rates. 

Informed early this week of the deci- 
sion reached, Superintendent Holz told 
newspaper reporters: “I believe that my 
decision was sound and that it will be 
sustained by the courts. But I am 
strongly in favor of the right of these 
rating bureaus to challenge it under the 
law. I don’t want my decision to be 
final or arbitrary.” 


Points of Seriousness of Situation 


In his statement this week Mr. Leslie 
said that the situation now confronting 
the companies in New York is so serious 
that every possible source of relief must 
be pursued. He brought out: 

“In 1956 bureau member and_ sub- 
scriber companies, suffered an under- 
writing loss of approximately $21,500,- 
000 on their New York State automobile 
liability insurance business. Conditions 
have grown worse in 1957 due to a con- 
tinuation of rising claim costs and high 
claim frequency. Current indications 
point to an underwriting loss for the 
year 1957 that will be far greater than 
that for 1956. This situation cannot be 
permitted to continue and relief must be 
obtained through an increase in rates.” 

On October 15, the bureau, on be- 
half of its member and subscriber com- 
panies, made a filing with the Superin- 
tendent of Insurance proposing an aver- 
age state-wide increase for B.I. and P.D 
liability combined of 9.5% for private 
passenger cars and 5.9% for commercial 

(Continued on Page 24) 


Gerber Grants IIl. 
Auto Rate Increases 


IT IS SECOND HIKE SINCE 1951 


on Private Passenger, and 

14.1% on Commercial 
Automobiles 

Illinois Insurance Director Joseph S. 
Gerber announced approval of increased 
rates for automobile liability and auto 
physical damage effective November 27. 
There is a 25% 
liability insurance on private passenger 
cars. Commercial automobile rates are 
subject to a 14.1% increase. j 

In the field of automobile physica! 
damage rates, the increases, urged by 
the National Automobile Underwriters 
Association, will average 4.69% state- 
wide. The latter increase is due largely 
to the increased cost of replacing wind- 
shields for the modern wrap-around 
type of private passenger cars, Mr. Ger- 
ber pointed out. He said that continuing 
serious losses by insurance companies in 
Illinois made the increases necessary. 


Up 25% 


statewide increase for 


Director Gerber’s Comments 


“Due to serious inflationary trends 
and increased cost of automobile re- 
pairs, the insurance companies have sus- 
tained serious losses in Illinois,” Mr. 
Gerber said in a statement issued by his 
office. “For example, members of tie 
National Bureau of Casualty Underwrit- 
ers who write approximately 25% of all 
the automobile liability insurance risks 
in this state report a loss in under- 
writing for Illinois of more than six 
million dollars in 1954, ten million do! 
lars in 1955, 9.3 million dollars in 1956, 
and reported first half figures of 1957 
indicate more serious losses than in the 
first half of 1956. 

“The continuance of such serious losses 
by automobile insurance companies in 
our state can result in a serious re- 
striction in the market for such insur- 
ance, but far more important is the 
absolute necessity to protect the policy- 
holders and claimants against the pos- 
sibility of insolvency of insurance 
companies. 

“There is no greater tragedy than that 
which results from an insolvent com- 
pany. A policyholder can lose his home 
and his life savings. A claimant suffer- 
ing serious personal injuries faces the 
possibility of inability to recover money 
for his loss. To avoid these tragedies it 
is necessary that’ insurance companies 
remain strong and solvent.” 


Comparison Between States 


Mr. Gerber pointed out that Illinois 
still ranks favorably in the matter of 
insurance rates with other large states. 
The increases granted are only the sec 
ond since 1951, 

A study of the automobile rates in 
other states indicates that New York 
policyholders pay an average rate of 
75% more than the Illinois rates; Cali- 
fornia 20% more, Connecticut 40% more 
and Pennsylvania 10% more. 


W. J. FALVEY PRESENTS AWARD 

Wallace J. Falvey, president of the 
Massachusetts Bonding & Insurance, 
last week presented Governor Foster 
Furculo an “Award of Excellence” recog- 
nizing the extent and quality of the 
driver education program in Massachu- 
setts high schools. The commonwe alth 
program earned the award in the Na- 
tional High School Driver Education 
Award Program sponsored annually by 
the Association of Casualty and Surety 
Companies. 


Norton E. Masterson, vice president 
and actuary, Hardware Mutual Casualty, 
in his presidential address to the annual 
meeting of the Casualty Actuarial So- 
ciety in Philadelphia recently discussed 
the professional responsibilities of mem- 
bers of the Society. He stressed the 
importance of professional actuaries be- 
ing able to speak and write on matters 
affecting their business. He said: “Just 
as the industrial scientist is today gain- 
ing a new birth of freedom and prestige, 
so also, will this period of adversity 
spotlight the actuaries qualified to do 
technical research and communicate 
thereon.” 

Mr. Masterson stressed that the C: 
ualty Actuarial Society has an ohllas: 
tion and responsibility to come forward 
with the best thinking and ideas. A 
basic plan for the society is to create 
a scientific literature for the business 
for current use and reference. “The 
long and formal paper, embracing some 
actuarial study, will always form the 
core of the Society’s Proceedings. But,” 
Mr. Masterson emphasized, “it should 
not overlook the importance of the short, 
limited-subject, scientific paper which 
should serve as a communication of a 
new idea. 


Joint-Authorship Papers 


“A short paper, read by several hun- 
dred people, has possibilities of being 
more effective in instilling desire for 
further research by others, than would 
be a long paper with limited re adership.” 
Mr. Masterson urged the use of joint 
authorship for certain papers: for ex- 
ample, a paper under joint authorship of 
two members of the Society—a_ busy 
senior actuary with an idea or proposi- 
tion, and a young actuary with the time 
and initiative for research into the sub- 
ject. 

One of the pressing problems of the 
day, Mr. Masterson discussed, is that 
of establishing rates for the diverse and 
widely differing coverages being written 
by multiple line companies. “Basically,” 
he said, “this is a matter of predicting 
future losses. Any individual loss is a 
fortuitous or chance event which can- 
not be scutes individually, or even 
with large numbers of chance happen- 
ings, with absolute precision.” 

One place where actuaries can better 
their methods, the speaker pointed out, 
is in reducing the “time-lag.” Describing 
it as a “futuristic business,” he explained 
that in casualty coverages, for example, 
when rates are made in 1957, 1956 data 
must be used, and rates published in 
1958. The greater use of high-speed 
electronic equipment, he suggested, 
should be one of the objectives of the 
actuaries. He looked forward, hopefully, 
to the day when the incurring of an 
automobile bodily injury claim in a 
western city could, in a short time, be 
recorded upon an electronic accident 
statistics’ board in a New York City 
rating bureau. 


Scores Politics in Rating 


He urged the elimination of the many 
road blocks to future prediction: “Po- 
litical considerations disturb the orderly 
use of statistical trends and sound judg- 
ment trends. Political expediency de- 
stroys the effectiveness of any statistical 
tool in doing a good prediction job. 
Political expediency is inherently incon- 
sistent, and by its very nature causes 
financial off-balance bias against the 
financial solvency obligation of the in- 
surance company. 

“One of the most important fields of 
prediction in which we need to improve 
our methods is that of combatting in- 
flation. We need to classify our various 
types of casualty and fire insurance as to 


Obligation Of Actuaries To Explain 
Their Work, Seen by Norton Masterson 
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their vulnerability to inflation and fur- 
ther subdivide those that are vulnerable 
as between (a) those with premium 
bases which are flexible to inflation, and 
(b) those which are relatively rigid. 

“There is a considerable need for 
expanded research activity under the 
sponsorship of the Society. In the So- 
ciety of Actuaries, significant research 
papers and tables for the life insurance 
companies have been developed by 
groups of actuaries. 


Discusses Actuarial Judgment 


Mr. Masterson turned to another im- 
portant aspect of the actuary’s job, the 
use of what is termed “judgment,” or 
as a writer humorously described it re- 
cently, “playing it by ear.” However, 
Mr. Masterson gave the dictionary de- 
finition of judgment: “The act or faculty 
of affirming or denying a_ conclusion, 
whether as based upon a direct compari- 
son of objects or ideas, or derived by a 
process of reasoning, ” or “the power of 
arriving at a wise decision or conclusion 
on the basis of indication and probabili- 
ties, when the facts are not clearly 
ascertained.” 

The speaker stressed that the actuarial 
or regulatory aspect of judgment is not 
a one-way matter. “A decision to inter- 
pret or project statistical data within 
broad limits of an established formula 
is,’ Mr. Masterson explained, “termed 
the exercise of judgment. However, de- 
cisions by an actuary not to use ‘judg- 
ment’ or by a regulatory official not to 
approve the actuary’s judgment do not 
mean that judgment has been eliminated. 
In the projection of statistical data as a 
basis for future rates, a decision not to 
use ‘judgment’ is of itself a matter of 
judgment! The very nature of the trends 
in loss experience for most of the so- 
called multiple lines necessitates some 
judgment as a hand-maiden of mathe- 
matics and statistics.” 

The speaker concluded that “the in- 
telligent use of judgment is an actuarial 
obligation and responsibility of the hig] 
est order.” 


Comments On ASTIN 


Mr. Masterson spoke briefly about the 
recent International Congress of Ac- 
tuaries which was held in New York, 
Washington and Toronto, The most sig- 
nificant thing about the Congress, he 
said, was the definite and official recog- 
nition of the non-life branches of in- 
surance. 

The establishment of the separate sec- 
tion, known as “ASTIN” (Actuarial 
Studies in Non-Life) on an international 
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Leslie Warns of 1958 
Auto Rate Increases 


NO ALTERNATIVE, HE SAYS 





Bureau Executive States Stern Eco- 
nomic Facts on Rising Underwrit- 
ing Losses in Auto Liability Line 





Showing his grave concern over the 


generally unsatisfactory experience in 
the automobile liability insurance line, 
William Leslie, general manager, Na- 
tional Bureau of Casualty Underwriters, 
predicted this week that motorists in 
most states will face higher rates for 
their car insurance in 1958. 

Mr. Leslie declared that this outlook 
is based not on opinion but on stern 
economic facts. “Reluctant as the insur- 
ance carriers are to seek higher rates,” 
he said, “there is no alternative. As 
inflationary pressures continue to push 
up the costs of settling accident claims 
incurred by insured motorists, rate re- 
visions during 1958 will undoubtedly in- 
volve increases. In many states rate 
increases have already been approved 
by supervisory authorities that will af- 
fect a large part of the volume of busi- 


ness written in 1958.” 
Underwriting Losses Severe 


Mr. Leslie then painted a gloomy pic- 
ture of the 1956 countrywide loss ex- 
perience. Specifically, member compa- 
nies of the Bureau suffered an over-all 
loss of 7.9% on automobile liability in- 
surance. He explained: “This means 
that automobile liability claim costs and 
expenses amounted to $107.90 for every 
$100 of premiums earned, or an aggre- 
gate underwriting loss of more than 
$64,000,000. Their automobile physical 
damage insurance business—collision, 
comprehensive, fire, theft, etc—was also 
unprofitable. Other stock companies and 
mutual companies also sus stained serious 
under\ writing losses during 1956. 

“Reports for the first six months of 
this year indicate the prospect of an 
even worse underwriting loss situation 
for the year 1957. The underwriting loss, 
for example, for all lines for one com- 
pany jumped from $528,000 in the first 
half of 1956 to $6,635,000 in the compar- 
able period of 1957. For another carrier 
the loss increased from $2,839,000 to 
$11,800,000; for another from $154,000 to 
$5,379,000, and for still another from 
$3,500,000 to $6,881,000. 


More and Costlier Claims 


“Inflation has forced up average claim 
costs for both B.I. and P.D. liability. 
In addition, the adverse effect of infla- 
tion on property damage claims has 
been aggravated by continually climbing 
repair costs resulting from car design, 
the new wrap-around windshields, for 


example 

“During the postwar period from 1946 
through 1956, claim costs for both bodily 
injury and property damage increased on 
the < ge more than 6% a year, with 
the result that bodily injury claims set- 
tled in 1956 on a country-wide basis 
were 82% above the 1946 level and 
property damage claims were 88% high- 
er. And there is no evidence of anv 
apparent leveling off of costs in the 


foreseeable future.” 

In addition to the upward trend in 
average claim costs Mr. Leslie said 
that the companies have been con- 
fronted since the latter part of 1955 
with the adverse effect of increasing 
claim frequency, that is, the number 
of claims per 100 insured cars. He cau- 
tioned: 

“The rise in automobile insurance 
rates will not be halted until the present 
trend of average claim costs and claim 
frequency is reversed. Motorists can- 
not exercise any control over the in- 
flationary forces that have gripped our 
economy. But motorists collectively 
have it within their power to control the 
number and severity of automobile ac- 


McFarlin Named V. P. of 
R. & S. Corp. in Boston 


Recording & Statistical Corporation of 
New York has appointed Wm. J. Mc- 
Farlin, Jr., as vice president in charge 
of its New England division. Mr. Mc- 
Farlin, formerly general manager of the 
Daniels Printing Co. Boston, will fill 
the post left vacant by the recent death 
of Terry Shuman. 

A. E. Nanry, former assistant to Mr. 
Shuman, becomes general manager of 
the R. S. Boston plant, with Albert 
A. Richards as manager of the offset 
department, and John Walsh as manager 
of the letterpress department. 

Mr. McFarlin is president of the 
Graphic Arts Institute of New England 
and past president of the Boston Club 
of Printing House Craftsmen. 


NEW STATE FARM OFFICE 

When State Farm Mutual Automobile 
Insurance Company opens it fifteenth 
regional office next month in Salem, 
Ore., it will mark the completion of a 
10 million dollar expansion and decen- 
tralization program undertaken since 
World War II. 





cidents; unfortunately it is a power that 
has largely gone unused. 
Postwar Experience Adverse 

“We have had an inflationary econ- 
omy ever since the beginning of World 
War II. First it was a creeping infla- 
tion. Then after the Korean outbreak 
it became a galloping inflation. More 
recently its pace changed; again it is 
the creeping type.” 

Contrary to general belief, automo- 
bile liability insurance has been under- 
written at a loss by member companies 
of the National Bureau in the aggre- 

rate since the end of World War II, 
the Bureau executive said. 

“During the postwar period of 11 
vears from 1946 to 1956, inclusive, the 
Bureau companies suffered an aggregate 
underwriting loss of 3.9% on automobile 
B.I. and P.D. liability combined,” Mr. 
Leslie stated. “This means that auto- 
mobile liability claim costs and expenses 
amounted to $103.90 for every $100 of 
premiums earned, or an aggregate un- 
derwriting loss of almost $250,000,000 
over the ll-year period. 

Losses Outweigh Gains 

“Because automobile liability repre- 
sents a large part of the casualty insur- 
ance premium volume, the aggregate un- 
derwriting loss for that line of insurance 
outweighed over the 1l-year postwar 
period the aggregate underw riting gains 
from the four other major bureau lines 
—general liability, burglary, glass, and 
boiler and machinery insurance. As a 
result there was an average underwrit- 
ing loss of 2.1% or $2.10 for every $100 
of premiums earned for all five of these 
lines combined. 

“While moderate underwriting profits 
were realized on automobile liability in- 
surance for three of the postwar years 
there were eight years of underwriting 
losses, the worst of which was the year 
1946 when the aggregate loss was 26.2% 
or $26.20 for every $100 of premiums 
earned.” 

Mr. Leslie released the following 
figures of underwriting losses and gains 
of member companies for each postwar 
year and the total for the 11-year 
period for automobile bodily injury and 
property damage liability combined: 


Percent 

Underwriting 
Year Loss or Gain 
1956 — > 
1955 — 0.7 
1954 + 5.0 
1953 + 16 
1952 — 7.7 
1951 —113 
1950 — 2.6 
1949 + 28 
1948 — 40 
1947 —13.0 
1946 —26.2 
1946 - 56 — 39 


N. Y. Dept. Appoints 


Multiple Line Committee 
Superintendent Leffert Holz of New 
York has announced appointment of the 
Departmental committee to study pro- 
posed amendments to the Insurance Law 
in so far as multiple lines legislation is 
needed. This committee, under chair- 
manship of Assistant Deputy Superin- 
tendent Henry Schantz, will consist of 
the following: 

Julius S. Wikler, First Deputy Super- 
intendent, and Arthur F. Lamanda, 
Deputy Superintendent, ex-officio; Ray- 
mond Harris, counsel; Joseph F. Collins, 
chief, Rating Bureau; William Gould, 
chief, Property Bureau; James B. Haley, 
chief, Audit Bureau; Frank Harwayne, 
chief, Actuary (Casualty); John J. 
Joyce, chief, Cooperative Fire Bureau; 
Jack Lavanhar, in charge of Fire and 
Marine Section; Andre F. Pouy, prin- 
cipal insurance examiner; Edward J. 
Reilly, in charge of Casualty Section; 
David Wohlner, principal insurance ex- 
aminer. 

It is anticipated that an organizational 
meeting of a proposed industry-wide 
committee will be called for December 
16 or 


Acquire New Building 

General Insurors, Inc., has acquired a 
new two-story building for its promo- 
tional and sales department. The new 
accommodation is close to the company’s 
main building at 4144 Lindell Blvd., S$ 
Louis. General Insurors was started in 
1913 by its present president, C. Muck- 
erman and has grown from a one-man 
operation to its present strength of 300 
employes. 


Service Plaques to Seven 


Hartford A. & I. Agencies 


Seven agencies of the Hartford Acci- 
dent and Indemnity Company were 
awarded special service plaques in No- 
vember in recognition of their having 
represented the company with distinc- 
tion for 25 years. 

The plaques were presented to Edward 
J. Kernan & Co., Windsor, Conn.; Paul 
S. Weiss, Hellertown, Pa.; Rinehimer & 
Son, Wilkes-Barre, Pa.; Fred Trimpe, 
Havana, Illinois; Taylor Agency, Fair- 
bury, Ill.; Grant Urquhart Insurance 
Agency, Oconto, Wis., and Carl L. Hill, 
Milbrae, Calif. 


N. Y. Auto Rates 


(Continued from Page 23) 


cars, Mr. Leslie stated. The Superin- 
tendent rejected this filing on Novem- 
ber 12. 


Maintains Filing Was Proper 


“The bureau maintains that its filing 
Was proper and met the standards of the 
law,” Mr. Leslie said. “The use of the 
latest two years’ loss experience upon 
which the rate changes were predicated 
is proper and of long standing. Auto- 
mobile liability insurance rate filings 
on the same basis have previously been 
approved by the present Superintendent, 
by his predecessors in office and by in- 
surance supervisory authorities in all 
other states. 

“The provision in the rates for gen- 
eral administration expense is predicated 
on a sound basis. It is reviewed peri- 
odically to determine its accuracy and 
changes are made when the need is indi- 
cated. It has been reduced more than 


25% over the past few years in New 


York State and countrywide. 

“Since only a small percentage of 
cars were not insured when the com- 
pulsory insurance law became effective 
February 1, 1957, there is no valid basis 
for assuming that the inclusion of the 
loss experience of this small proportion 
of cars would result in any loss ad- 
verse over-all experience than that sub- 
mitted in support of the filing.” 


Program for University 
Teachers’ Meeting 


SET FOR DEC. 27-28 IN PHILA. 





To Discuss Multiple Line Underwriting, 
Price Competition; Research and 
American Agency System 





The program has been completed for 
the silver anniversary meeting of the 
American Association of _ University 
Teachers of Insurance which will be 
held December 27-28 at Bellevue-Strat- 
ford Hotel, Philadelphia. Speakers and 
subjects which they will discuss are as 
follows: 

Friday, Dec. 27-— Morning Session— 
“Multiple Line Underwriting, Its Philos- 
ophy, Development and Future.” Moder- 
ator—Harry J. Loman, University of 
Pennsylvania. 

Papers: “Philosophy and Background 
of Multiple Line Underwriting”—Roy C 
McCullough, assistant general counsel, 
Lumbermens Mutual Casualty. 

“Impact of Multiple Line Underwrit- 
ing on Coverages, Contracts, and Oper- 
ating Results’—Harry Perlet, general 
manager, Multiple Peril Insurance Con- 
ference. 

“Tmpact of Multiple Line Underwrit- 
ing on the Capital Structure of Insur- 
ance Companies’”—Shelby Cullom Davis, 
managing partner, Shelby Cullom Davis 
& Co., New York. 

Luncheon Session: 12:30-2:30—Chair- 
man: Charles C. Center, University of 
Wisconsin. 

Address: “Price Competition in Life 
Insurance”’—Albert N. Guertin, actuary, 
American Life Convention. 

Afternoon Session: 2:30-5 :00—Chair- 
man: Robert I. Mehr, University of IIli- 
nois. 

Paper: “The Case Method of Instruc- 
tion in Insurance’—Davis T. Ratcliffe, 
School of Insurance, Insurance Society 
of New York. 

Discussant: Laurence J. 
University of Connecticut. 

Panel Discussion: “Research Informa- 
tion Available Through The Institute of 
Life Insurance and Other Company As- 
sociations’—Arthur C. Daniels, vice 
president and secretary, Institute of Life 
Insurance, moderator. 

Albert I. Hermalin, assistant director, 
Division of Research and Statistics, In- 
stitute of Life Insurance. 

Alfred Cranwill, division director, in- 
formation division, Institute of Life 
Insurance. 

James R. Williams, vice president, 
Health Insurance Institute. 


Ackerman, 


Program for Saturday, Dec. 28 


Morning Session: 9:30-12:00—Theme: 
“Critique of the Agency System”—Mod- 
erator: John S. Bickley, Ohio State Uni- 
versity. 

Papers: “A General View” — Roger 
Kenney, United States Investor. 

“The Life Insurance Agency System” 
—Frank J. Schwentker, University of 
North Carolina. 

Discussant: Richard M. Heins, Uni- 
versity of Wisconsin. 

Luncheon Session :—12 :30-2 :30—Chair- 
man: William T. Beadles, Illinois Wes- 
leyan University. 

Address: “Perfecting the System of 
State Regulation of the Business of In- 
surance’—Joseph A. Navarre, president, 
National Association of Insurance Com- 
missioners and Insurance Commissioner, 
State of Michigan. 

Afternoon Session: 
Jusiness Meeting. — 


2 :30-5 :00—Annual 


Complete H. 0. T: Training 

Nineteen representaives of Hartford 
Accident & Indemnity agencies in 11 
states and 11 company staff members re- 
ceived instruction in casualty insurance 
and fidelity-surety bonds at the October- 
November session of the home office 
training center at Hartford. 

This month-long course embraced 
study of automobile, general liability, 
workmen’s compensation, burglary, glass, 
Accident and Sickness insurance, and 
various forms of surety and _ fidelity 
bonds. 
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Employers Mutuals 
Prem. Income Up 10.1% 


PRES. W. H. BURHOP REPORTS 


Tells Third Quarter Meeting Company 
Will Top $100 Million for 
First Time in 1957 


Employers Mutuals _ of Wausau re- 
ports an increase in the company’s lia- 
bility premium income for the first nine 
months of 1957 of $7,341,623. This is 
10.1% greater than premium income for 
the first three quarters in 1956. 

President W. H. Burhop told directors 
at the third quarter meeting in the com- 
pany’s Milwaukee branch office that the 
Group’s fire company premium income 
also is up, 19.56%, and will end the year 
with a record high, 

Loss ratios in automobile, personal lia- 
bility, fire and allied lines are well above 
normal, Mr. Burhop said, a condition 
prevalent throughout the industry. High 
loss ratios in fire lines, he explained, re- 
sult in great part from the unearned 
premium requirement on term policies. 

He said that premium income for 1957 
will pass $100 million for the first time 
in the company’s 47 year history. Each 
one of the branch offices throughout the 
country reports an increase on all lines 
combined over a year ago. 


Claims Up 3% 


Although claims for all lines, totaling 
283,832 for this period, are up 3% over 
the first three quarters of 1956, work- 
men’s compensation claims are down 
2%. Mr. Burhop, who is also president 
of the American Mutual Insurance Alli- 
ance, said that when workmen’ s compen- 
sation claims are down, it is usually an 
indication that employment i is down. Be- 
cause of this, many insurance authorities, 
he pointed out, consider workmen’s com- 
pensation claim reports as “one of the 
fastest and most valid barometers of the 
national employment picture.” 

Mr. Burhop said both losses and ex- 
penses are high, with “the entire fire 
and casualty industry in the same boat.” 

Inflation is at the bottom of the prob- 
lem with high verdicts, high cost of 
replacement and repairs, high demands 
and other factors contributing to bigger 
losses. Rates too, Mr. Burhop declared, 
are too low on many lines for present 
conditions, 


Providence Washington 
Merging Indemnity Co. 


Roy E. Carr, president of Providence 
Washington Insurance Co, and Provi- 
dence Washington Indemnity announces 
that in the interests of economy and 
operating efficiency, it has been decided 
to merge the two companies as of De- 
cember 31. The Providence Washington 
Insurance Company will acquire the 
assets and assume the liabilities of the 
Providence Indemnity Co. 

Mr. Carr stated that the Providence 
Washington Indemnity had been organ- 
ized at a time when multiple line powers 
were not available in all states. At the 
present time, however, the Providence 
Washington is empowered in all states 
in which the Indemnity Company is 
doing business, to write the classes of 
insurance now being written by the 
subsidiary company. 

No changes in personnel, underwriting 
policy or states in which casualty bus- 
iness will be written are ccebeemlated, 
Mr. Carr said. 


Terry and Jones Promoted 

Judson E. Terry, Jr., has been pro- 
moted to superintendent i in charge of the 
Phoenix of Hartford’s casualty and 
surety department in Dallas. At the 
same time Vice President Harold M. 
Grant announced the appointment of 
Gwen L. Jones as casualty supervisor at 
Dallas. 

_Mr. Terry, a graduate of the Univer- 
sity of Arkansas and a U. S. Air Force 
veteran joined the company in 1953 as 
agency supervisor. Mr. Jones, who joined 
the Phoenix of Hartford recently, is a 
Navy veteran, 


STANDARD ACCIDENT MANAGERS 
Gilbert S. Hildebrandt Becomes Associ- 


ate Mgr. in Baltimore; Successor at 
Buffalo is Clayton W. James 

Standard Accident and its affiliate, the 
Planet, announce the appointment of 
Gilbert S. Hildebrandt as associate man- 
ager of the companies’ Baltimore branch 
and Clayton W. James as manager of 
the Buffalo branch. Both appointments 
are effective December 1. 

Mr. Hildebrandt has been in insurance 
since 1911 when he started with the 
Fidelity & Deposit. He joined Standard 
Accident in 1923 as superintendent of the 
burglary department. In 1927 he left to 
assume the management of the Michi- 
gan branch of the New York Indemnity. 
He returned to Standard Accident in 
1929 as manager of the Syracuse office 
and served there until 1941 when the 
branch was moved to Buffalo where he 
continued as manager. In 1946 he was 
given the additional duties as manager 
at Buffalo for the Planet, company’s fire 
and marine affiliate. 

Mr. Hildebrandt is a past president of 
the Buffalo Casualty & Surety Club. 

Mr. James, who succeeds Mr. Hilde- 
brandt at Buffalo, is a veteran of more 
than 25 years in the insurance industry. 
He started with Standard Accident in 
1932 in the A. & H. department and 
later became a casualty underwriter. In 
1940 he was transferred to New England 
as a special agent. Mr. James left the 


Travelers Names Lambing 
To Succeed Darragh in Pitts. 


Albert F. Lambing has been appointed 
claim manager at the Pittsburgh office 
of The Travelers. He will succeed James 
D. Darragh who has retired after more 
than 31 
pany. 


years’ service with the com- 


Mr. Lambing joined The Travelers in 
1920 as an adjuster at Pittsburgh. He 
served at Fairmont, Wheeling and AI- 
toona. In 1941, he was appointed super- 
vising adjuster at Pittsburgh, and in 
January of this year was named assis- 
tant claim manager there. 

Mr. Darragh became associated with 
The Travelers in 1916 as an adjuster at 
Pittsburgh and three years later became 
supervising adjuster there. He was ap- 
pointed claim manager in 1926. A native 
of Pittsburgh, he received his LL.B 
degree from the University of Pitts- 
burgh and has been admitted to the 
practice of law in Pennsylvania. 





company in 1949 to become a partner 
in a Massachusetts general insurance 
agency. He rejoined Standard Accident 
in 1956, first as a teacher in the train- 
ing school, and then in the agency and 
field coordination department. He moved 
to the Buffalo branch in March of this 
year as assistant manager. 
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Three 





Three threats menace the assets of most businesses: 
Dishonesty, Disappearance, Destruction. 


Therefore most merchants, manufacturers, and other 
businessmen in your community need the protection of the 
broad 3-D Policy. However, very few of them have it. 


This gives you a tremendous opportunity to expand your 
commercial accounts and add substantially to your 


volume of worthwhile business. 


Our new circular—‘“‘Three Threats” —is designed to 
pre-condition prospects and pave the way for the sale of the 
3-D Policy. It will pay you to ask the Zurich-American 
field man about it—also to let him tell you about 
Zurich-American’s complete criminal loss protection 
program and what it can do for you. 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 





P. A. Zimmermann’s Talk 
To Detroit Buyers 


DISCUSSES FIDELITY COVERAGE 
Association Asst. Secretary 
Expresses Concern About 
Under-Insurance 


Surety 





The problem of determining the cor- 
rect amount of fidelity coverage a com- 
mercial firm should carry was discussed 
recently by Peter A. Zimmermann, as- 
sistant secretary of the Surety Associa- 
tion of America at a dinner meeting of 
the Insurance Buyers Association of 
Detroit. 

The Detroit group is a chapter of the 
American Society of Insurance Manage- 
ment and comprises the insurance man- 
agers of the largest mercantile and 
manufacturing interests in that city 
President of the chapter is W. A. John- 
ston, insurance manager of the Chrysler 
Corporation. 

“For every case of no fidelity cover- 
age or under-insurance of which you 
have heard,” said Mr. Zimmermann, 
“there are hundreds if not thousands of 
others. These cases have always been 
a source of concern to all segments of 
the fidelity bond business—producers, 
underwriters and the Surety Associa- 
tion. We feel that we are not perform- 
ing our function of serving our member 
companies or fulfilling our obligations to 
the clients of our members when losses 
due to dishonesty of employes are not 
recoverable because of lack of proper 
and adequate amounts of coverage.” 

Broader Coverage Than Ever 
development of fidelity 
bond forms, Mr. Zimmermann said that 
blanket fidelity coverage is broader in 
form and available at Jower rates than 
ever before in the history of corporate 
suretyship. “Yet we are confronted with 
the same problem of the un-insured or 
under-insured loss This despite the fact 
that in the intervening years much ad- 
vertising and educational work has been 
done by surety companies, surety agents 
and insurance brokers individually and 
collectively, through their respective 
company associations and agents’ 
ciations and by other interested groups 
such as accountants’ organizations and 
credit and financial management 
groups.” 

While the specter of the un-insured 
or excess fidelity loss is still with us, 
Mr. Zimmermann pointed out, it may 
not be entirely the fault of the industry 
itself. “You will all recall the concerted 
drive that was conducted in nearly all 
fields of insurance to acquaint insureds 
with the necessity of increasing their 
existing amounts of insurance, insuring 
to value, etc., brought about chiefly “a 
the increased cost of replacement and 
the generally higher level of values and 
prices. This is, in itself, an indication 
that even where other forms of cover- 
age were involved, there was always the 
problem of under- insurance and continu- 
ing attempts were being made to correct 
that situation.’ 

In order to correct it, 
committee of the Surety Association’s 
fidelity bond advisory committee went 
to work on the problem of inadequate 
fidelity bond coverage and after several 
years of exhaustive study developed a 
formula which is now enjoying a great 
degree of populs rity among insureds be- 
cause of its simplicity as well as its 
practical application to the bond require- 
ments of commercial firms. This for- 
mula, said Mr. Zimmermann, is fully 
described and analyzed in a booklet pre 
pared by the Surety Association, entitle 
“How Much Honesty Insurance?” and 
the formula may be applied to any firm 
in order to determine with a great deal 
of accuracy just how much fidelit; cov- 
erage that firm should carry. 


Tracing the 


asso- 


a special sub- 








STATISTICIANS MEET DEC. 6 _ 
The annual meeting and election of 
officers of the Association of Casualty 


Accountants & Statisticians will be held 
on Friday, 
Statler, 


December 6, at the Hotel 


New York City. 
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‘Fortune’ Article Focuses Attention 
On “Embezzlers, The Trusted Thieves” 


for picking the one bad apple in the 


Of considerable interest to bonding 
people is the article in November “For- 
tune” magazine which spotlights the 
problem faced by industry because of 
“E mbezzlers, the Trusted Thieves.” The 
fact is featured that respected employes 
steal more each year than the nation’s 
professional criminals, The “Fortune” 
article also points to the paradox that 
the victims of embezzlements display 
great reluctance to mete out punishment, 
preferring despite evidence, to think that 
“it cannot happen in my business 
my employes are all honest.” 

As to the extent of this loss on a na- 
tional scale “Fortune” estimates that 
1,000,000 business men are victimized 
by embezzlers every year and that for 
1956 alone “at least $500 million in 
money and property was stolen by dis- 
honest employes.” A few experts, the 
article notes, claim that this figure is 
much too low, and that $1 billion is a 
better guess. In fact, one expert suggests 
that “$3 billion is the real total.” How- 
ever, “Fortune” feels that all such esti- 
mates are little better than “educated 
guesses. sf , ) 

Pinpointing some of the difficulties 
found in efforts to combat the problem, 
the article points out: “The crime is 
rarely reported to the police—and often, 
of course, it is not even discovered, Yet 
it is demonstrable that white-collar 
workers are more proficient in crime 
than the professional criminals. The FBI 
calculates that all the nation’s burglars, 
pickpockets, armed robbers and auto 
thieves managed to steal only $440 
million last year. Embezzlers, by the 
most conservative guess, topped the lot 
of them by at least $60 million.” 

The bonding companies provide one 
fairly reliable indication of the extent 
of these defalcations. The total bonded 
business in 1956 was about $33 million. 
The sureties estimate that only 10 to 
20% of private firms are insured and that 
those covered are very often in the cate- 
gory of “good risk.” The bonding com- 
panies also guess that half of the thefts 
go undetected or are charged off to some 
other cause. 


Fidelity Bond Losses Up 250% 


“Fortune” further says that the amount 
of loss is rising yearly. Fidelity bond 
losses climbed 250% from 1946 to 1956— 
while premiums went up about 70%. 
“Banks alone in 1956 had known losses 
of some $9 million, which about equals 
the combined total for the two previous 
years. One group of bankers estimate 
undiscovered losses at from $10 million 
to $25 million. Last year three banks 
had to shut down and at least 200 were 
forced into bankruptcy by fraud.” 

One great difficulty noted is, “the 
rather fretful reticence of most American 
business men in talking about the thief 
in the white collar. For this particular 
lawbreaker, who usually dresses well 
and has pleasing manners, rudely jars 
the notion that the middle-class Ameri- 
can is always meticulously honest. Ex- 
ecutives, managers and business owners 

vastly prefer to live with the assumption 
that the man down the hall simply would 
never take a penny that didn’t belong 
to him. It is not only pleasant to believe 
this. A number of companies feel that 
in the long run it may be just as prac- 
tical to submit to occasional embezzle- 
ment losses as to set up elaborate and 
time- consuming systems of protection.” 

Continuing, “Fortune” remarks that 
when the business man discovers that 
he has been “the quite involuntary part- 
ner in an employe’s quest for a sure 
system at the racetrack, he rarely talks 
about the sad but enlightened apprecia- 
tion of the part he has played. He 
tends to write off the experience as a 
glaring exception, somehow proving once 
again the rule of integrity by which all 
respected citizens live—the embezzler 
just wasn’t an ordinary person. And 
the business man may even convince 
himself that it was his own foolish fault 





barrel. The episode is hushed up. | , The 
sucker is ready to be taken again.’ 

Too often, unfortunately, it is the 
smaller business man who tends to be 
most firmly convinced that “it can’t 
happen here.” In this way the man who 
can least afford to be a victim is the one 
who most obligingly provides the easy 
target. 

Some Ingenious Methods Used 

So much for the victim, who appears 
not entirely blameless. “E mbezzlement,” 
the articles says, “not only happens: 
it happens in a fantastic variety of ways. 
The exact scheme depends on (1) how 
much is needed, (2) where the thief 
works, and (3) what his position is.” 
Apparently companies employing driver- 
salesmen—such as laundries and bakeries 

—are especially vulnerable. So, too, are 
branch operations, amusement enter- 
prises, chain stores and_ labor-union 
locals. 

In most such cases, to cover loss, the 
thief finds it easy enough to alter bill- 
ings, manipulate inventory records, or 
change journal entries. “Fortune” quotes 
the most common manipulations as seen 
by Fidelity & Deposit of Maryland as 

“Failing to record returned purchases 
and pocketing of equivalent amounts of 
cash; keeping portions of collections and 
offsetting them by improper credits for 
discounts and allowances; forging checks, 
destroying them when returned by the 
bank; padding invoices in return for 
kickbacks ; raising checks and invoices 
and keeping the difference; stealing 
from the cash register and correcting the 
tape; padding payrolls and kiting re- 
ceipts.” 

The embezzler who hides the loss (as 
distinct from the messenger who ar- 
ranges to be held up) is the one who 
has brought banks and private busi- 
nesses, individuals, and even government 
to ruin. The theft that is not hidden 
from the employer is more frequent, 
but the one that is disguised is the 
more dangerous, says “Fortune.” 

Some methods of hidden embezzle- 
ment are absurdly simple, others are 
equally ingenious and complex. “An 
$800,000 loss at the Mergenthaler Lino- 
type Co. in 1946 involved a whole web 
of fictitious names and dummy corpora- 
tions. At the opposite extreme is the 
Jersey City secretary who, over five 
years, stole $4,850 in stamp money.” 

The hidden loss of stolen goods can 
also be tremendous, One extreme ex- 
ample in this area, was the stealing of 
$75,000 worth of shrimps and olive oil 
from the famous Leone’s Restaurant in 
New York. 

Pointing to one of 1957’s more start- 
ling cases, “Fortune” mentioned a former 
president of the New Hampshire Senate 
and onetime speaker of the New Hamp- 
shire House, who pleaded not guilty on 
11 counts to embezzling $245,624 from an 
estate for which he was executor and 
trustee. 

The Typical Embezzler 

Trust is one of the main reasons for 
successful embezzlement. Because of this 
trust in the individual, simplicity of oper- 
ations often suffices for the lengthy suc- 
cess of a thief. Here is what “Fortune” 
found: 

“The typical defaulter is in his thirties, 
is married, has one or two children. He 
lives in a respectable neighborhood, 
drives a medium-price car. Once in a 
great while he travels on the weekend. 
Whatever his secret life, he usually looks 
like a good mixer and is active in the 
community. Often as not, he’s a church 
officer, Temperate, he takes an occa- 
sional drink, Usually he’s had a couple of 
job promotions, partly because he’s been 
around the firm a while, and partly be- 
cause he has slightly better than average 
ability. He works hard, and seems will- 
ing to accept responsibility. In one 
study (U.S.F. & G.) of 1,001 cases, 270 
of the embezzlers held supervisory or 
executive positions.” 


Further the article points out. “The 
embezzler, of course, is not necessarily 
an employe: he may well be an independ- 
ent business professional man. Lawyers 
are in a singularly tempting position as 
trustees and estate executors.” 


Motivation Factors 


What motives inspire stealing on such 
a scale? The lawyer of one individual 
convicted of embezzling $16,800 from a 
sible society described it as a case of 
“the road to hell being the easy one.” 
A Surety Association of America spokes- 
man was more specific. He said, “there 
are three B’s: bookies, babes and 
booze.” 

Yet the motives may be as varied as the 
methods: respectable but expensive hob- 
bies, money for a honeymoon, doctors’ 
bills, childrens’ schooling, alimony pay- 
ments, or merely saving for the rainy 
day, At least one state Governor gained 
coin this way to finance a_ successful 
political campaign. 

The “pathetic” swindler, “Fortune” 
observes, can be the most despicable of 
all. They include the widow with three 
children, the $65 a week accountant with 
a sick wife, and the bank-loan officer 
just helping his brother-in-law get a 
start in life. “Many, true, are pathetic, 
but all too often the three children at- 
tend the finest private school, the sick 
wife drives to her specialist in an air- 
conditioned Cadillac, and 51% of the 
brother-in-law’s business is owned by 
the officer’s wife.” 

Many embezzlers are convinced they 
are underpaid. Here is an unusual case 
recorded by “Fortune:” Many years ago, 
an embezzler was convinced that he 
was worth $4,500 a year. He stole to 
make up the difference between $4,500 
and what he was paid, $2,500. As years 
went by, his bonafide salary increased. 
He proportionately reduced the amount 
of his thefts. In time his salary became 
greater than $4,500, but he used the 
surplus to help replace the proceeds of 
his robber days. By the time he was 
caught, he had whittled his debt down 
to $3,000 from $25,000. 

What’s the answer to the ravages of 
the embezzler on business? One, per- 
haps, is more prosecution. “Fortune” 
says there is very little now, only about 
one in ten discovered defaulters is 
brought to court. Many of these receive 
light sentences. Because they are sub- 
ject to Federal examination, banks re- 
port all losses. Nothing, however, com- 
pels the ordinary employer to report the 
crime. 

“Fortune” quotes one accountant as 
follows: “Of the hundreds of thefts 
and peculations we’ve discovered during 
the last year, more than three-quarters 
have been hushed up . . . (because) em- 
ployers are afraid that the publicity will 
give their company a bad name. Com- 
panies assume they'll lose a certain 
amount every year through the dis- 
honesty of their employes, and let it go 
at that.” 

Continuing along this line, the article 
explains what is known as the flare- 
back. “Embezzlements are often com- 
plicated, hence difficult to explain to a 
jury. And many executives fear the 
possibility of a jury returning an acquit- 
tal, thus leaving the corporation open for 
a civil damage suit.’ 

A district attorney cannot compel an 
employer to sign a uablaint but he can 
subpoena the company records and 
executives, and bring the matter to the 
attention of a grand jury. This is rarely 
necessary, the article points out, because 
if the case is not picked up by the news- 
papers and the employer does not sign, 
the authorities usually feel they have 
no need to meddle in a private financial 
matter. 

If the local authorities should investi- 
gate, the suggestion of a subpoena makes 
most companies cooperative. Such a case 
arose involving a business employe of the 
New York Yankees. The then head of 
the ball club’s midtown ticket office had 
pocketed proceeds from ticket sales over 
a two-season period. Eventually the cul- 
prit pleaded guilty to grand larceny and 
received a two to four year sentence 

It was a realistic sports-page-type hard 
luck story, Apparently the man figured 
to cover his theft with tickets for the 








N. Y¥. SURETY UNDERWRITERS 


Elected William J. Flaherty of Aetna 
President of Association; St. w- 
rence Seaway Movie at Annual Meet 
William J. Flaherty, Aetna Insurance 

Co., was elected president of the Surety 

Underwriters’ Assn. of the City of New 

York at the annual meeting on Novem- 

ber 13 at the Lawyers Club. Mr. Flaherty 

succeeds Samuel M. Williams, Jr., Mary- 
land Casualty Co. Guy E. Conrath, 

American Group, was elected vice pres- 

ident, and William Lucy, Aetna Insur- 

ance Co., secretary-treasurer. 

The executive committee comprises 
Joseph R. Asciutto, Employers’ Group; 
Thomas T. Carmick, Fireman’s Fund 
Group; James R. Hillas, Fidelity and 
Casualty Co.; A. Earl Usher, Standard 
Accident Insurance Co., and Messrs. 
Williams, Flaherty and Conrath. 

Also featuring the annual meeting was 
the showing of a documentary film, “The 
Eighth Sea,” covering construction prob- 
lems on the St. Lawrence Seaway proj- 
ect. Using actual on-the-job scenes plus 
an accurate scale model, Walter Cron- 
kite, CBS commentator, discussed con- 
struction activity along the 160 mile sea- 
way route from Montreal harbor to Lake 
Ontario. Produced by the Caterpillar 
Tractor Co., the film graphically por- 
trayed several of the critical problems 
facing the construction firms engaged in 
the project, one of which was removal 
of glacial substrata whose density was 
almost that of concrete, 


New Members of NAII 


Four companies — two stocks and two 
mutuals — have been admitted to mem- 
bership in the National Association of 
Independent Insurers, Vestal Lemmon, 
NAII general manager, announces. New 
stock company members are Employers 
Reinsurance Corp., Kansas City, and the 
Kentucky Insurance Co., Louisville. Mu- 
tuals are State Automobile Mutual, Co- 
lumbus, Ohio, and Pioneer Mutual of 
Hillsboro, Oregon. 

Mr. Lemmon also announced that 
Southern Insurance, Dallas, has become 
an NAII subscriber. 


SAFE MAIL DRIVERS 

More than 35,000 postal drivers have 
earned Safe Driver Awards issued by 
the National Safety Council annually to 
individuals who establish perfect driving 
records, The Council’s Safe Driver 
Award is the world’s highest award to 
professional drivers. Frequently postal 
drivers also have been selected by their 
cwn townspeople as the community’s 
“Safest driver of the year.” 





World Series games. It seemed reason- 
able thé it the Yankees would be in- 
volved in baseball’s finale. On the next 
to last day of the season (1948) they 
were beaten by the Boston Red Sox. 


Summation 


“Fortune” sums up the whole _em- 
bezzlement problem in this way: “Since 
in the opinion of many business men, 
prosecution is both distasteful and of de- 
batable deterrent value (for no embezzler 
expects to get caught), it would seem 
prudent for business to practice every 
possible precaution. This would mean 
being at least as vigilant about embezzle- 
ment as about fire: Watch for danger- 
ous situations, install an alarm system 
and keep insurance in adequate amounts 
in force.” 

The “Fortune” article is more than 
mere well-written entertainment. It con- 
veys to readers (composed of many busi- 
ness men) the extent of this serious 
problem which hampers industry. It ex- 
poses the many facets of embezzlement 
today, stresses the unexpected sources, 
and suggests some answers to the 
menace of the white-collar bandit. 
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Blueprint For Review 
Of Traffic Safety 


FOR HIGHWAY CONSTRUCTION 





Bureau of Public Roads to Conduct 
Intensive Study on Highway 
Accident Problem 





The Bureau of Public Roads has com- 
pleted blueprints for an over-all review 
of traffic safety, according to Charles 
W. Prisk, who is in charge of the proj- 
ect. The Bureau was directed to under- 
take this comprehensive inquiry into 
highway safety by the highway con- 
struction bill passed by Congress a year 
ago. The objective of the study is to 
determine what Federal action should be 
taken to improve accident prevention, 
and the bill named such fields of in- 
quiry as education, engineering, traffic 
legislation, motor vehicle design and 
manufacture, and the possibilities of im- 
proving law enforcement. 

A report on the findings is to be sent 
to Congress by the Secretary of Com- 
merce by March 1, 1959. One project, 
already under way, is concerned with 
speed as an accident-creating element. 
Eleven state highway departments are 
cooperating with this investigation 
through a uniform pattern of research 
to determine whether there is a mean- 
ingful relation between speed and acci- 
dent frequency on selected sections of 
their rural highway system. Drivers are 
being interviewed for age, sex, residence, 
and other information, including vehicle 
make, model, horsepower and age. These 
data will be correlated with driver speed 
and the accident records for the section 
under study. 

Mr. Prisk said this will permit the 
calculation of accident rates on the mile- 
age basis for many basic driver and 
vehicle characteristics. 


To Study Accident Costs 


Another survey being made in con- 
junction with three state highway de- 
partments, Mr. Prisk said, is taking a 
close look at accident costs. “Accident 
costs are being correlated with such 
items as severity, size of city, age of 
vehicle, age and sex of driver and other 
related items,” he pointed out. “The 
state most advanced in this study has 
found that direct accident costs, which 
include hospitalization, medical expense, 
legal and court costs, property damage 
costs, value of time lost from income- 
producing work and other miscellaneous 
costs, amount to an annual average of 
$46 per passenger car registered in the 
State. 

“Of primary concern are those acci- 
dents which result in the taking of hu- 
man life and yet in this state it was 
found that 57% of direct accident costs 
stemmed from nonfatal injury accidents, 
and 40% from those with property dam- 
age only. You can appreciate the essen- 
tial value of these data to the objective 
of the Highway Safety Study.” 

Another research program which is 
being conducted in conjunction with 
Northwestern University, will focus on 
an intensive investigation of accidents 
as a means of getting new and better 
information on accident causes. “A mo- 
bile team of three scientists, one an 
engineer, one a medical doctor, and one 
a social-scientist, will investigate acci- 
dents on-the-scene to obtain the most 
informative and accurate evaluation pos- 
sible of the accident occurrence,” Mr. 
Prisk explained. “Follow-up contacts 
with the victims, witnesses, and others 
will be made to obtain other pertinent 
data. The joint analysis and digestion 
of the data on accident circumstances, 
environment, and other items by the 
team of professional scientists is ex- 
pected to throw reliable light on ways 
and means for determining the true 
causes of accidents. With good cause 
information, we are satisfied that new 
clues to accident prevention can be 
found and applied in the attack on acci- 
dents.” 


50 Yrs. Representing 
Standard Accident 

SMITH-STONE & SNYDER AGENCY 

Of Wichita Honored; Lloyd Goulet 


Presents Plaque to M. D. McCready 
at Dinner 








The Smith-Stone & Snyder Agency of 
Wichita, Kas., was honored recently at a 
dinner given at the Wichita Club by 
officials of Standard Accident’s Kansas 
City branch, marking the agency’s 50 
years of representation of Standard Ac- 
cident. Lloyd Goulet, manager of the 
Kansas City branch and other branch 
officials acted as hosts for members of 
the agency and their wives. 

The dinner was highlighted by the 
presentation of a bronze plaque to the 
agency for its loyalty and cooperation 
during the half-century association with 
Standard Accident. On behalf of Smith- 
Stone & Snyder Agency, M. D. Mc- 
Cready, agency president, accepted the 
plaque from Mr. Goulet. 

Other agency officers are Deane J. 
Myer, vice president and treasurer and 
Stanley Ayers, secretary. John J. Mur- 
phy, a fourth member of the agency 
is a director. 


Dates Back to October 30, 1907 


The agency dates to the appointment 
of the late George W. Smith as the 
agent of Standard Accident on October 
30, 1907. At the time he sold mostly 
? 3 Wie sapai 7 insurance, and was one of the 
first agents in Kansas to develop a satis- 
factory business in that field. Later he 
was joined by his son Dwight Smith and 
the agency was expanded to include 
the writing of fire and casualty lines. 
In 1924 a merger was effected with 
Austin Stone and Howard Snyder and 
the firm was incorporated under its 
present name. 











Emil Wl Be Happy fo ,, You 


AT HIS FINE RESTAURANTS 
23 PARK —. 
Near Ann St., 
Phone: WOrth 2.2514 
New, beautiful private dining room at 
23 Park Row. Ideal for Holiday parties. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL srasey 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








Carl Hagenkotter Promoted 
By Security-Connecticut 


Carl Hagenkotter has been appointed 
manager of the workmen’s compensation 
and general liability department of the 
Security-Connecticut Group. Mr. Hagen- 
kotter has been with the Security Group 
since 1944, serving most recently as 
workmen’s compensation and general lia- 
bility manager for the New England 
division. He now assumes overall re- 
sponsibility for the department covering 
al! territories but the Pacifiic Coast 
states. ree 

Mr. Hagenkotter attended Drake Engi- 
neering Institute and Mechanics Insti- 
tute in New York City. He is currently 
a Lieutenant Commander in the New 
Haven Power Squadron, instructing in 
navigation. Mr, Hagenkotter also serves 
as coordinator for the New Haven area 
of the newly formed Marine Civil De- 
fense program. 


__ $12, 089,596 CONTRACT 

M. and Macco Corp. of Los An- 
geles Ap been awarded the contract by 
the Los Angeles Metropolitan Water 
District at a price of $12,089,596 for the 
construction of a pipe line from Santa 
Ana Canyon to the eastern boundary of 
Los Angeles County. Fidelity & Deposit 
of Maryland is surety. 
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Aetna Casualty’s New Driver 
Tester Unveiled in Chicago 


The Aetna Drivotester which was un- 
veiled at last month’s National Safety 
Congress in Chicago is something of an 
improvement on the well-known Aetna 
Drivotrainer. 

A special wide-screen color movie that 
shows the highway as it would be seen 
through a car windshield provides the 
rugged five-minute drive over which the 
motorist is tested. At the same time, 
an electro-mechanical computer measures 
each driver’s performance and records 
it automatically on a score card. When 
a motorist errs, a slide film interrupts 
the movie, points out the mistake and 
explains the correct driving action for 
the situation. 

Equipped with automatic transmission, 
the Drivotester checks for practically 
all driving actions such as proper steer- 
ing, signaling on right and left turns, 
applying the brake, using the gas pedal 
to accelerate and decelerate, and sound- 
ing the horn. Reaction time is measured 
in tenths of a second. 

Although wheelless, the Drivotester’s 
cab moves from side to side as the steer- 
ing wheel is rotated when turning cor- 
ners and rounding curves on the film 
roadway ahead. Depressing the gas pedal 
speeds up the film, creating the sensa- 
tion of driving faster while the speed- 
ometer needle climbs in realistic fashion 
to show the speed you would be travel- 
ing on the highway. 

The Drivotester is scheduled for state 
and regional safety campaigns through- 
out the country as part of Aetna Casu- 
alty’s public service highway safety 
program. 


Harriman For Closing The 
Gaps in N. Y. Compulsory 


Governor Harriman declared recently 
that he would try in the 1958 New York 
Legislature to plug loopholes in the 
state’s compulsory automobile insurance 
law. What prompted Governor Harri- 
man, was the death of a man in Albany 
who was killed when his car was struck 
by a stolen automobile that police were 


chasing. Police said that nine boys, rang- 
ing in age from 13 to 16, had stolen 
the car. 


MILLER MADE HOUSTON MGR. 

F. Hardie Miller has been promoted to 
manager of the Houston district office of 
Phoenix of Hartford. A graduate of 
Oklahoma University, Mr. Miller joined 
the company’s field staff in 1936, was 
made state agent in 1953, and appointed 
casualty superintendent in 1955 at 
Raleigh, N. C., supervising Virginia and 
North and South Carolina. 


Masterson’s Talk 


(Continued from Page 23) 


basis will, he said, be an opportunity for 
individual members of the Casualty Ac- 
tuarial Society to participate in a small 
way in international cooperation and 
understanding. “The business of insur- 
ance or protection against risk is,” he 
concluded, “inseparable from the politi- 
cal, social, and economic atmosphere of 
our own nation, but the risks faced 
by any nation have international impli- 
cations.” 
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Dec. 12 Hearing of 
Metcalf Committee 


FOR INSURANCE LAW CHANGES 


See Reduction of Non-Profit A. & H. 
Organization Surplus Funds; Holz 
on Department Survey 


The New York State Joint Legisla- 
tive Committee on Health Insurance 
Plans (Metcalf Committee) has called a 
public hearing to be held at 10 a.m. De- 
cember 12, at New York County Law- 
yers Association, 14 Vesey Street, New 
York. Superintendent of Insurance Lef- 
fert Holz has been invited to appear 
and to discuss the Insurance Depart- 
ment report on actuarial computations 
of the cost of non-cancellable and con- 
vertible health insurance policies. He 
will furnish the committee with the re- 
sults of the Department’s investigation 
of conversion and cancellation practices 
of insurance companies and prepayment 
plans, as well as discussing Department’s 
action in refusing to permit the Ro- 
chester Blue Cross plan to increase its 
basic benefits and the effect this action 
may have on aged citizens in the 
Rochester area. 


Specific Proposals For Ins. Law Changes 


The Metcalf Committee has made de- 
finite proposals for changes as follows 
in sections of the New York Insurance 


Law: 
Section 250—Two proposed amendments have 
been presented in respect to subsection 1 of 


this section. The first would provide that, 
subject to the approval of the Superintendent 
of Insurance, non-profit plans may underwrite 
a combined contract for supplemental benefits 
jointly in such proportion between themselves 
as they deem proper. This amendment would 





preserve the prohibition against a plan entering 
into a field of coverage on an individual basis 
which it is not authorized to transact. It would 
provide further that nothing contained therein 
would be deemed to enlarge or diminish the 
powers which each plan now possesses nor 
affect its right to continue to provide benefits 
which it is now offering or is entitled to offer 
to subscribers under contracts issued separately 
by it. 

The second would specifically authorize a Hos 
pital Service corporation to provide reim- 
bursement for nursing service, necessary appli- 
ances, drugs, medicines and supplies which 
are not provided through a hospital whether such 

amed items are provided in or outside of a 

pital. This proposal would also permit a 


Hospital Service corporation to furnish am- 
bular service. 

Section 256—Three proposals have been ad- 
vanced respect to this section. The first 
proposes that the rate of accumulation of the 


special contin; surplus fund prescribed by 
)rofit hospital service, medi- 


and dental expense in- 


this Sction for non 
cal expense inder 





demnity corporation 
to 2%. 


reduced from 4% 
The second suggests reduction in the 
presently prescribed maximum of the special 
contingent surplus fund (25% of the net 
premium income) to a level considered proper 
by the Insurance Department but in no event 
to less than 15% of the net premium income 
for a particular year. 

The third proposal would change the term 
“Special Contingent Surplus Fund” now used 
in this Section to read “Statutory Reserve 
Fund.” 

Section 260—It is suggested that this section 
be amended so as to enlarge the extent to 
which Non-Profit Hospital Service, Medical Ex- 
pense Indemnity and Dental Expense Indem- 
nity Corporations may invest in real property. 


Security-Connecticut Has 


New Hospitalization Plans 


New individual and family hospitaliza- 
tion policies, providing up to 365 days 
of hospital confinement coverage for any 
accident or illness, were announced last 
week by the Security-Connecticut Life. 
Described as “extremely liberal” from 
the standpoint of benefits, the new pol- 
icies were outlined at the first national 
meeting managers and general agents 
since the company came under new man- 
agement in August. 

In announcing the new hospitalization 
policies, E. Clayton Gengras, president, 
said that upward revisions in benefits 
were necessary to help meet the high 
costs of prolonged hospital confinements. 

The policies include individual and 
family coverage for hospital room and 
board, miscellaneous hospital charges, 
ambulance expense, emergency allow- 
ances for non-confining cases and such 
optional additions as surgical expenses. 


Federal Life & Casualty 


Honor Cleveland Producers 

A testimonial dinner honoring four 
veteran salesmen of the G. H. Knight 
\gency will be held December 6 in 
Cleveland, Ohio. 

Home office officials of the Federal 
Life & Casualty Company of Battle 
Creek will pay tribute to Wilbur O. 
Scheck, Harry T. Wrye, F. Hugh Chap- 
man and J. Browning Jones who have 
represented the Knight Agency for 30, 
25, 22, and 20 years respectively, during 
which time they have been consistently 
among the company’s leading producers. 

In this long term of service they have 
provided disability and hospitalization 
insurance protection to 46,513 individuals 
and families. The G. H. Knight Agency, 
established in 1910, is one of the oldest 
A. & H. agencies in Ohio. 





The present statutory limitation is fixed at 
5% of the net premium income of the plan 
during the 12 months in.mediately preceding 
the date upon which approval to purchase 
is granted. It is proposed that the said factor 
be increased to 714%. 


A. & H. Subjects On Agenda 
Of NAIC Mid-Year Meeting 


The following gives the timetable of 
the main A. & H. matters which will 
be discussed at the Insurance Commis- 
sioners’ mid-year meeting December 2- 
5 at Hotel Commodore, New York. 

Monday, December 2—9-10 a.m.—To 
Study Reserves for Guaranteed Renew- 
able A. & H. Policies—subcommittee, 
Leffert Holz, chairman New York. 10- 
11 am. Definitions of “Non-Cancellable 
Insurance” and “Guaranteed Renewable 
Insurance” — subcommittee, Joseph S. 
Gerber, chairman, Illinois. 2-3 p.m. Regu- 
lation of _ Advertising—subcommittee, 
John H. Binning, chairman, Nebraska. 
3-4 p.m—To Study Problems Incident 
to Cancellation of A. & S. Policies— 
subcommittee Sam N. Berry, chairman, 
Colorado. 

Tuesday, December 3—2-3 p.m, Pres- 
ervation of State Regulation Commit- 
tee—Federal Liaison Committee, F. 
Britton McConnell, chairman, California; 
Leffert Holz, vice chairman, New York. 
3-4 p.m. Non-Profit Hospital and Med- 
ical Service Associations or Similar Or- 
ganizations Committee, Francis’ R. 
Smith, chairman Pennsylvania ; Alden C. 
Palmer, vice chairman, Indiana. 

Wednesday, December 4—2:30 to 4 
p.m. Accident and Health Committee, 
Donald : Knowlton, chairman, New 
Hampshire; Walter D. Davis, vice chair- 
man, Mississippi. Item seven on the 
agenda refers to Problems in A. & H. 
Settlements Caused by Pre-existing Con- 
ditions. 





Rochester Blue Cross 


Rate Increase Denied 


New York’s Superintendent of Insur- 
ance Leffert Holz in a recent opinion 
and decision denied the request of the 
Rochester Hospital Service Corp. (Blue 
Cross) of Rochester, New York for ap- 
proval of an increase in the rate of 
premium charged its subscribers. The 
proposed rate increase was the subject 
of a public hearing conducted in Ro- 
chester on October 2, at which Deputy 
Superintendent Arthur F,. Lamanda pre- 
sided. 


MILWAUKEE A. & H. MEET 
Loane J. Randall, executive vice pres- 
ident, St. Paul Hospital & Casualty, and 
prominent in International A. & H. As- 
sociation affairs, was guest speaker for 
the A. & H. Underwriters of Milwaukee 
recently. 





A Cadial Sossithistion -- 


women, 


are $3.50 per person. 


45 JOHN STREET 





to attend the Christmas Party of the 
Women’s Accident & Health Club of N. Y. 


Plans are now complete for this annual holiday gathering to 
be held THURSDAY, DECEMBER 5, 5:45 p.m. in the cafeteria 
of the United States Life’s building at 84 William Street. 


_ The program includes buffet supper, dancing, awarding of 
prizes, and the club’s invitation is extended to both men and 


For further details, contact any member of the club. Tickets 


Best wishes to you all for the Holiday Season. 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 





NEW YORK 38, N. Y. 

















Adelizzi in Effort to 
Eliminate DB Reserves 


$26 MILLION CALLED EXCESSIVE 
Will Resubmit Bill Vetoed Last Year 


by Gov. Harriman; Notes Insurance 
Department Survey Being Made 


Joseph M. Adelizzi, who is chairman 
of a temporary committee called the 
Conference for Return of Excessive Dis- 
ability Reserves, New York City, is 
making another effort to obtain legis- 
lation in 1958 to eliminate what he 
describes as “excessive insurance com- 
pany reserves against assessments under 
section 214 of the disability benefits law.” 

In a statement submitted on November 
21 to the Joint Legislative Committee on 
Industrial and Labor Conditions, Mr. 
Adelizzi emphasizes that there are two 
basic objections to the maintenance of 
these reserves (approximately $26,000,- 
000). “First, the welfare funds and other 
policyholders are deprived of the use of 
these funds. Insurance carriers earn at 
least $800,000 a year on these moneys. 
Secondly, if a policyholder discontinues 
his contract, the reserve accumulated for 
his group has generally been converted 
into a windfall for the insurance com- 
pany.” 

Mr. Adelizzi then says: “We want to 
submit to your committee a proposal 
which, in general substance, we made 
last year. It would permanently settle 
the problem by revision of section 214 
of the law. This proposal is described in 
a memorandum by Robert Tilove of 
Martin E. Segal & Co., Inc., consultants 
to our conference. 

“Last year, this committee brought 
together all of the interested parties in 
the expectation of securing common 
agreement on some positive steps to be 
taken. Several conferences were held, 
from which the Gilbert-Walmsley bill 
(A. Int. 4010, S. Int. 3087) resulted. 
That bill would have limited the poten- 
tial assessment and therefore opened 
the way to a reduction in the reserve 
requirements. There was the further idea 
that, with continuing supervision by the 
New York Insurance Department, the 
carriers would provide for equitable re- 
turn to the policyholders of the released 
reserves. 

“It was our expressed opinion that 
that bill was far short of adequate. 
Nevertheless, we were willing to see it 
enacted in the hope that it would pro- 
vide at least a first step toward the 
solution of this long-standing problem. 


Bill Vetoed by Governor Harriman 


“As you know, the bill was passed by 
the Legislature. It was vetoed by Gov- 
ernor Harriman on the ground of tech- 
nical defect. Apparently there was some 
apprehension that the new language 
might introduce some ambiguity into the 
apportionment of assessments among 
carriers. Certainly it should be possible 
to repair any defects of technical lan- 
guage which may have been thought to 
exist in the proposed amendment. 

“In vetoing the bill the Governor 
asked the Superintendent of Insurance, 
together with the Industrial Commis- 
sioner and the chairman of the Work- 
men’s Compensation Board, to continue 
study of this matter, looking toward 
appropriate legislation at the 1958 ses- 
sion. 

“Subsequent to the veto, our confer- 
ence suggested to the Superintendent of 
Insurance that he would be justified in 
reducing the reserve requirements by 
two to three million dollars. This action 
was urged as a means of securing defi- 
nite establishment of carrier policies and 
procedures for the equitable return of 
released reserves. 

“While the reserves have not been 
reduced to date, we were glad to learn 
that the Insurance Department now has 
in process a complete survey of the 
present and prospective practices of all 
insurance carriers on the disposition of 
any reserves which may be released, 
either by discontinuance of a_ policy- 
holder or by reduction in the reserve 
requirements.” 
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Eastern Life Meeting 


(Continued from Page 11) 


until payments are received, and then only 
as they are received. All premiums paid by 
the corporation to fund such an agreement are 
not construed as income to him in the year 
paid. Upon his death, if payments are to con- 
tinue to the widow, the then value of the con- 
tract becomes an asset for estate tax purposes, 
but she would have a later income tax credit 
for such estate taxes paid. 

“To the corporation—No deduction is per- 
mitted for any premium paid to fund this 
agreement. However, the full payments made to 
the executive or his widow are fully deductible 
as and when paid! This could mean a tremendous 
tax saving to the corporation if the executive 
dies early, a sort of key man insurance. This 
arises because the face amount is received tax- 
free by the corporation, yet amounts paid to 
the widow are deductible.” 


As to Social Security, the speaker 
said that the employe does not lose his 
benefits because he receives taxable in- 
come in return for a promise not to 
work for someone else. The law is quite 
explicit in referring to income for 
present services rendered as negating 
“ce Security benefits. 

Before closing Mr. Yarin referred to 
the decision in the Casale case two 
months ago where a United States 
Court of Appeals upheld these agree- 
ments even for a 98% stockholder of a 
closed corporation. “The Internal Rev- 
enue Service argued that the corporation 
was merely an instrument to purchase 
personal insurance with untaxed dollars. 
As long as the corporation has a legiti- 
mate business purpose, and rights are 
not vested, and the insurance is kept 
out of the agreement, remaining a gen- 
eral corporate asset, the employe is at 
best an unsecured creditor. Thus, we 
may expect the above tax results,” said 
the speaker. 

Two other 
R. Ward, 
American 


guest speakers were John 
vice president of North 
Reassurance in charge ot 
Group insurance, who reviewed the 
growth of this line and discussed cur- 
rent trends and company practices, and 
Raymond Harris, chief counsel to the 
New York Insurance Department, who 
gave the principal address at the con- 
vention banquet. 


Henry Levine Sums Up 


At the final business session General 
Agent Henry Levine, New York, ably 
summed up the subjects on the program. 
He spoke from a background of 30 years 
in the business during which he has 
sold many million dollars of business. 
For the year to date Mr. Levine’s 
agency is leading Eastern Life. 

Harry Yarin’s banquet address, an- 
other highspot, closed the convention. 


Stuart C. Ferris Joins 


Security Life & Accident 


Stuart C. Ferris, CLU, has been ap- 
pointed superintendent of agencies for 
Security Life & Accident, effective Jan- 


uary 1, 1958. Mr. Ferris began his ca- 
reer in life insurance as an agent in 
Hartford, Conn., immediately after his 


graduation from Yale University in 1939. 

Following World War II, in which he 
served as a lieutenant colonel, he re- 
turned to his company, where he became 
instructor in the home office school for 
agents. Later, as director of education 
and sales promotion, he developed many 
visual sales aids and was responsible for 
all home office A. & H. and management 
schools. 

Since 1953, Mr. Ferris has held re- 
sponsible assignments in the Life In- 
surance Agency Management Associa- 
tion. He has served on the teaching 
staff of the schools in agency manage- 
ment and as a senior consultant in the 
company relations division. 

He is the author of “Management in 
Action”; “Group Training Through Con- 
ferences, Clinics and Meetings”; “De- 
veloping A. & S. Skills” and a new train- 
ing book on “A.& S. Fundamentals.” 


State of Indiana Undecided 
About Blue Cross Tax Move 


While agreeing to pay the state’s 
gross income tax for 1957 and in the 
future, Indiana Mutual Hospital Insur- 
ance, Inc., and Indiana Mutual Medical 
Insurance, Inc., the state’s Blue carriers, 
still deny liability for any back taxes, 
it was learned last week. They claim 
previous state administrations told them 
they were not subject to the tax, and 
that they have never been billed before 
1957. 

The state’s attorney general, who ruled 
them liable in December, 1956, admitted 
that an administrative decision standing 
over a number of years may be consid- 
ered the law, but said the matter of 


back liability will probably be referred 
to the state tax board. “If they rule 
them liable, we’ll proceed to collect the 
tax,” he declared. 

State Revenue Commissioner Beaman 
expressed the opinion that even if it is 
finally decided the companies are liable 
for back taxes, payment will have to de- 
pend on litigation. At this point, he 
reported, the state’s plans to press for 
retroactive payment are undecided. 


F. J. Slattery, W. E. Thomas 


Advance in Zurich-American 

Francis J. Slattery and William E. 
Thomas have been promoted in the 
Group department of the Zurich-Ameri- 
can, Chicago. 

Mr. Slattery becomes superintendent, 
Group administration. In addition to his 
regular administrative duties, he will be 
responsible for the underwriting of all 
Group statutory business. 

_Mr. Thomas is the new superintendent 
of Group underwriting for the compa- 
nies. He will have charge of country- 
wide underwriting operations for all reg- 
ular Group business. 

Mr. Slattery entered the insurance 

business in 1945 with the U. S. Aviation 
Insurance Underwriters Group. Later he 
worked in the statistical division of the 
Lumbermens Mutual Casualty and as a 
sales representative for the Connecticut 
General Life. He joined Zurich-Ameri- 
can in 1950. 
_ Mr. Thomas joined Zurich-American 
in 1947 and has been with the Group 
department continuously except for a 
two-year tour of overseas duty as an 
officer in the Navy. He holds a BS. 
degree in Business Administration from 
Northwestern University. 


McConnell Dismisses Cases 
On False Advertising 


Insurance Commissioner F. Britton 
McConnell of California under date of 
November 8 signed order dismissing the 
cases of the World Life of Omaha and 
the United Insurance Co. of Chicago, 
both of whom had been accused of us- 
ing false and misleading advertising in 
respect to disability insurance. The action 
against the World was instituted Aug- 
ust 28, 1952, and that of the United on 
September 4, 1952. 

With respect to the World, the Com- 
missioner said the company in now in 
full compliance with the California laws 
on advertising. 

In his dismissal of the accusations 
against the United Mr. McConnell re- 
peated the stand he had taken in the 
World case. He specifically mentioned 
that the court action in California was 
carried clear to the U. S. Supreme Court. 


TRANSFERRED BY AETNA GROUP 

Transfer of Allen F. Davies from Jack- 
son, Miss., to Richmond, Va., as super- 
intendent of casualty underwriting and 
of James M. Sheetz, Jr. from Richmond 
to Boston, Mass., as casualty under- 
writer was announced recently by Clin- 
ton L. Allen, president of the Aetna 
Group. 
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Hazards And Adverse Trends In The 
Blanket School Child Accident Field 


By Epmunp A. SMITH 
Vice President, Peerless Insurance Co., Keene, N. H. 


Due to unstable conditions in blanket 
student accident insurance, a number of 
companies have had to discontinue writing 
this line The  yiviad of this special article 
informed The Eastern Underwriter that his 
company approached the field in modera- 
tion over a2 year ago. It limited its writings 
mostly to the New England and New York 
areas. Peerless has since had 
irom all over the country, but does not 
want the volume to get out of hand. 


Mr. Smith became vice president of 
Peerless in February, 1956. He joined that 
rire A in 1952 with charge of its A. & H. 

partment. He is a past president of the 


ae York A. & H. Club. His background 
includes claim a djusting experience « vith 
The Travelers, and A. & H. work with the 
Loyalty Group in New York City, as 
supervisor of A. & H. lines 


The successful growth of a sound in- 
surance institution 
knowledge of underwriters, 
men, claim men and other groups 
having sufficient years of training and 
experience, It is this type of background 
which enables a company to explore new 
fields of underwriting and to attempt 
to promulgate an equitable and fair rate. 
As in any other kind of business, the re- 
sults are sometimes unfavorable, despite 
a well coordiated organization. 

Companies contemplating the entrance 
into the blanket school child field may 
first find comfort from Shelley, who so 
aptly stated. “I know the past, and 
thence will assay to glean a warning tor 
the future, so that man may profit by his 
errors, and derive experience from his 
folly.” 

If it is the intent of a company to 
write blanket school coverage for profit, 
the writer is compelled to destroy any 
such illusion. Should management ex- 
press a desire to underwrite in this field 
for the publicity value of having thou- 
sands of Scheel children covered with the 
purpose of soliciting parents for other 


depends upon the 
actuaries, 


field 


lines of insurance, then management 
should be content and hope to be lucky 
to cover the expenses of such a pro- 
gram. The trend has been, and still is, 
that it costs additional dollars after 
payment of losses, commissions and home 
othice expense. 


Program Confined to Rural Areas 
The writer has been responsible to 
his company for embarking on a school 
insurance program. However, the pro- 
gram is to write in certain areas of the 
country, small towns and rural areas, 
and to stay away from large metropolitan 
sections. In addition, only a limited num- 
ber of agents were selected who had 

ad experience and classified as in- 
telligent underwriters in this field, knowl- 
edge of claim handling and would de- 
vote their time to servicing this particu- 
lar field. 

A number 
from writing this 
reasons for this 
ratios, inept supe 
writers and a  ¢ 
taking full 
coverage. 
One basic problem in school child in- 
surance has been to offer broad cover- 
age with a high dollar value at an un- 
sound premium. The policy is neces- 
sarily a limited form, and should include 
only the following: 
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type of risk. Main 
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Suggested Inclusions Only 


Attending school during the hours 
eal on the days when school is in session, 
including school grounds. 

b. Traveling directly from home prem- 
ises to school, or directly from school 
to home premises on the days when 


inquiries 





EDMUND A. SMITH 
school is in session and usually within 
ashe time limits of one hour. 


While riding in a regular school bus 
or ole urtered vehicle operated under the 
supervision of school authorities going 
to or from a school sponsored activity. 

d. While participating in school spon- 


sored and supervised activities either 
at or away from the school premises. 
This provision should exclude parties, 


picnics, dances and other social activities, 
except those occurring on school prem- 
ises during regular school hours. 

e. One or two companies exclude ath- 
letics. Many include athletics with the 
exception of practicing or particpating 
in interscholastic football, and charge a 
higher premium for coverage. We have 
used a two rate plan, and a survey at 
the end of the first year revealed in- 
curred losses’ of 7% of the total pre- 
mium as a result of athletic injuries. 


Exclusions Listed 


The usual exceptions are injury caused 
by war, treatment of disease except 
pyogenic infection by injury, eyeglasses 
or prescriptions for glasses, hernia and 
dental expenses, except injury to sound, 
natural teeth not to exceed $100.00. 

Writing a limited contract at an 
equitable premium, an insurer should 
exclude the following: a. Spectator cov- 
erage at interscholastic ‘athletic contests. 
b, Operating or riding in private passen- 
ger cars to night dances, parties and ath- 
letic games. c. Attending dances and 
parties at night on the school premises. 

Our experience has been that the ma- 
jority of claim accidents have been as a 
result of going or returning from school. 
Claim costs are rising as the medical 
profession is also subjected to the infla- 
tionary spiral. Finally, parents are claim 
conscious, for the slighest injury seems 
to require a medical visit. 


Need to Check Claims 


illustrations, and not at all 
unusual ones, indicate that claims must 
be closely checked. This does not mean 
the avoidance of all possible claims, but 
instead the adjustor should find all pos- 
sible means to pay a claim. If he cannot 
do so after an investigation, then the 
claim must be denied. The time limits 
and contract coverage must be carefully 
examined for each claim. We were pre- 
sented with a claim amounting to $1,500 
for a boy as a result of injuries 
sustained on the way home from school. 
Investigation with the boy in the pres- 
ence of his parish priest disclosed that 


Several 





HONORED BY MUTUAL OF OMAHA 


Air Force Colonel John P. Stapp, M.D. 
Gets Public Service Award for 
Unusual Services 

Air Force Colonel John P. Stapp, M.D. 
received the Mutual of Omaha Public 
Service Award during the recent annual 
meeting of the Omaha-Midwest Clinical 
Society held in Omaha. The presentation 
was made by V. J. Skutt, president of 
Mutual of Omaha. 

Colonel Stapp was honored for his re- 
search achievements in the field of hu- 
man tolerance to mechanical force and 
the development of protective devices 
and techniques for withstanding crash 
type decelerations. 

Chief of Aero-Medical Research at 
Holloman Air Force Base, N. M., Colonel 
Stapp has conducted high altitude un- 
pressurized flight tests of liquid oxygen 
breathing systems and human decelera- 
tion studies made personally. His most 
recent experiment consisted of riding a 
rocket sled 632 miles per hour and then 
braking to a stop in little over a second, 
a feat which subjected him to more than 
40 times the pull of gravity. 

A recent winner of the Gorgas Medal 
of the Association of Military Surgeons 
of the United States, Colonel Stapp has 
been cited several times by the govern- 
ment for his career of devotion to the 
problem of preventing injuries and death 
in aircraft and vehicular accidents, a 
carrer in which he has sustained two 
arm fractures, retinal hemorrhages, and 
varying degrees of concussion in his 
self-sacrificing experiments. 

In the presentation ceremony, Presi- 
dent Skutt of Mutual declared, “The 
contribution of Colonel Stapp in the field 
of safety . . . goes beyond his time con- 
suming and hazardous voluntary experi- 
ments in testing human achievements in 
the area of speed and space of which 
our nation is today so conscious. There 
is a very practical application of Colonel 
Stapp’s efforts and experiments to the 
safety of the people who travel in motor 
vehicles or any other form of transpor- 
tation. Thus, he has made a definite con- 
tribution to the safety of the individual.” 

Previous winners of the award were 
publisher William Randolph Hearst, Jr., 
and MATS pilot Major Samuel Tyson. 


RETIREMENT DINNER 

George W. Kemper, formerly A. & H. 
manager in the Pacific department of 
Fireman’s Fund, was honored at a re- 
cent retirement dinner, after 22 years 
with that company and 45 years in the 
insurance industry. The dinner attend- 
ance included California Insurance Com- 
missioner F. Britton McConnell and 
Raymond L, Ellis, vice president, Fire- 
man’s Fund. 





the claimant’s brother beat him over the 
head with a blunt instrument after school 
hours at his residence. 

Another investigation revealed that a 
boy fell out of a tree sustaining a frac- 
tured skull. The actual incident occurred 
after he had returned to school, but con- 
tinued beyond the school for several 
blocks where he had stopped to play. 
Numerous examples could be given, and 
we know that many small claims were 
paid outside the contract coverage. How- 
ever, an investigation of each claim would 
be too costly. Automobile accidents in 
the case of high school students driving 
directly from school to home have been 
expensive. 

The point to be made is that claims 
must be reviewed constantly instead of 
audited. If the latter practice is used, 
a company will reap costly results. Pre- 
miums must be at a higher level or in- 
surers must necessarily discontinue this 
line. We wrote one school of approx- 
imately 260 pupils. Some 33 claims were 
presented during the year, nothing spec- 
tacular, but our losses exceeded the 
amount of premium. 

Perhaps the final observation is that 
parents cannot expect broad form cov- 
erage at the low premium now being 
offered, and at the same time abuse the 
benefits. 





Herbert V. Holland Jr. Joins 
Mutual of New York on P.C, 





% 
i 


HERBERT V. HOLLAND, JR. 


Herbert V. Holland, Jr. has joined 
Mutual Of New York as accident and 
sickness specialist for the w estern region, 
it is announced by regional vice president 
James S. Bingay. Mr. Holland’s head- 
quarters will be in San Francisco, where 
he succeeds Larry Hansen, who has been 
advanced to the MONY sales staff for 
special managerial training. 

Mr. Holland has been in the A. & H. 
field since January, 1954 with Continental 
Casualty of Chicago. He was A. & 
branch manager for Continental in At- 
lanta, Ga. before joining MONY. 

As A. & H. specialist for MONY, Mr. 
Holland will aid in developing markets, 
and in sales and servicing of the com- 
pany’s lines of accident and_ sickness 
policies, 


Peerless’ Net Income for 


Nine Months Was $536,297 


Net income of Peerless Insurance Co. 
of Keene, N. H., for the nine months 
ended September 30, 1957, totaled $536,- 
297, before net realized capital gains, 
equal to 97 cents per share, on the 
550,000 outstanding shares, Dudley W. 
Orr, president, reported this week. Of 
total reported net income, $735,199 repre- 
sented a tax refund received during the 
second quarter. In the first nine months 
of 1956, net income before net capital 
gains amounted to $185,103, or 34 cents 
per share. 

Earned premiums were $10,768,050 
against $9,628,891 in the first nine months 
of 1956. Peerless reported total losses 
incurred, loss expenses incurred, and 
underwriting expenses of $11,473,709, 
compared with $10,002,161 in the 1956 
nine months, leaving a statutory under- 
writing loss of $705,660. This compared 
with an underwriting loss of $373,270 in 
the 1956 period. 

United Life & Accident, affiliate of the 
Peerless, reported new paid-for business 
in the first nine Mite of 1957 of 
$51,986,093, an increase of 98% over the 
$26,666,853 reported in the same period 
of 1956. 

Total life insurance in force stood at 
$263,371,797 as of September 30. Peerless 
Insurance has an 80% stock ownership 
in United Life & Accident. 


W. C. STONE AS CIVIC LEADER 

W. Clement Stone, president of the 
Combined Group, is chairman of the fund 
raising drive for a new million-dollar 
building for the Uptown Chicago Boys 


Club. The construction will be com- 
pleted early next spring. Mr. Stone 
comments: “We at Combined feel that 


this new Boys Club building will repre- 
sent only one of many ways in which 
we, as business people, can be of help 
to our community.’ 
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BUCYRUS-ERIE 
MOVES 
THE EARTH 


INA insures Bucyrus-Erie 


This is River Queen at work. The mammoth 
stripping shovel devours earth in 80-ton bites. 
She’s a working colossus, 13 stories high, heavier 
than a destroyer, built with rugged beauty and 
behemoth brawn. A specially made 75-ton der- 
rick and a husky crew of 20 rigged her for work. 
It took 70 railroad cars to transport River Queen 
to the job site. 


River Queen is one of the newest showpieces 
in the catalog of excavators, cranes and shovels 
built by Bucyrus-Erie. Since 1880, this heavy- 
duty power machinery has ripped treasure 
from the earth—coal, iron ore, rock, limestone, 
phosphate. It has dredged canals, built river 


levees, shaped tunnels, leveled terrain for high- 


INSURANCE BY NORTH AMERICA 
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This massive 13-story Bucyrus-Erie Model 1650-B shovel grabs 80 tons of rock and earth in a single bite. In 24 hours it will pile up 100,000 tons of overburden. 


ways and airports, dug basements for buildings, 
homes, hospitals, churches and schools. INA 
protection—in a specially designed Manufac- 
turers Output Policy—insures the equipment on 
its journey from the plant to the new owner. 


The policyholder gets ‘extra value’ in the 
experience and resources of INA, in its tailored 
coverages and in the outstanding service pro- 
vided through INA agents. Can you give your 
accounts this ‘extra value’? Talk with our Serv- 
ice Office people about it. 


Insurance Company of North America « Indemnity Insurance Company 
of North America ¢ Philadelphia Fire & Marine Insurance Company 
Life Insurance Company of North America « Philadelphia 
























































How 
GUARANTEED 
COST 


can help 


you sell 


There’s lots of Sales Appeal in Retirement 
Income Life insurance. When you show a 
prospect how this insurance takes care of two 
possible situations—dying too soon, living too 
long—he can’t help but be motivated to buy. 


Of course, he’s going to be mighty interes- 
ted in cost . . . specific cost. 


Here’s a big sales plus: when you sell 
Travelers Retirement Income Life insurance 
you can say the cost is guaranteed. 


Yes, you can quote to the penny the cost 
of the policy for any given number of years, 
and also, the exact benefits available. This is 
the kind of information prospects like. Infor- 
mation that leads to decisions to buy. 


Why not get in touch with your nearest 
Travelers Life Manager or General Agent. 
He’ll be happy to explain the Guaranteed 
Cost principle more fully and show you how 
it can lead to interviews and sales. 


THE GOOD THINGS IN LIFE ARE GUARANTEED 


SINCE 1865, ONE OF THE 
LEADING LIFE INSURANCE COMPANIES 


HARTFORD 15, CONNECTICUT 
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